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A Practical Garage Door Set For All 
Who Buy With An Eye To Economy 


Where economy enters into the sale of a garage door set, we 
recommend that you offer your trade the National No. 800. 
It’s an extremely practical and serviceable set which sells at a 
reasonable price. 


a It consists of 3 pairs of Reversible T Hinges (either 8 inch or 

and merticed into jamb for 10 inch), 1 No. 820 Chain Bolt, 1 No. 830 Foot Bolt, 1 No. 5 

: Door Pull and 1 No. 29 All Steel Latch. All are packed ina 

re as neat, strong carton with screws and full directions for attach- 

ing and may be procured in any of the following finishes: 

Japan, Dead Black Japan, Sherardized, Sherardized and Dead 
Black Japan. 


The hinge supplied with this set is a loose-pin Reversible T 
Hinge and as illustrations show it may be used either as a full- 
surface hinge or reversed and mortised into the jamb for brick 
construction. 














Used as a full sur- 
face hinge with 
wood construction. 








Remember—when you buy from National “You buy direct at 
a saving and sell at increased profit” 


“« 


National Mfg. Company 
Sterling, Illinois 
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New York ‘Toy Fair B 


Annual Exhibition Now Closing Proves Successful from 


Every Viewpoint—Many Hardware Merchants 


uilds for the Future 


in Attendance at Metropolitan Display 


AIRYLAND was brought to 

New York City when the New 

York Toy Fair opened its 
doors to interested buyers repre- 
senting jobbers and dealers. The 
exhibition has been running for the 
past five and a half weeks. It 
closes in two days, on Saturday, 
March 11, and many of the goods 
on view will then be shipped away 
to other cities. 

The general impression gained 
from visits to the various headquar- 
ters of the exhibition was that the 
salesmen in charge of the exhibits 
expressed satisfaction with the 


amount of business actually done 
during the session of the toy fair. 
According to reports, the average 
of sales is somewhat higher than 
last year, and it is certain, say the 
majority, that the benefits of the 
fair will reflect themselves in later 





sales during the coming months. It 
is thought that traveling repre- 
sentatives introducing new or im- 
proved lines will find that the 
ground has been broken by the 
men in charge of the exhibits in 
New York. 


Foreign Market Lacks Stability 


Although domestic manufacturers 
of toys feel that they have produced 
lines and specialties superior to 
all foreign competition, and many 
distributors agree with them, there 
is indication that there are more 
buyers in Europe to-day than dur- 
ing any previous year. Firms who 
had never sent representatives to 
the other side in previous years 
have sent two or three experienced 
toy men abroad. The lure of the 
lower prices probably attracted 
them. Reports from buyers visit- 
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ing in Europe say that the foreign 
toy market lacks stability and that 
the quality of goods is not as good 
as found in this country. This in- 
formation was welcomed by exhib- 
itors at the fair, who have passed 
the word along. 

Many firms are said to have re- 
called buyers from Europe after 
reports were received on the Ameri- 
can goods offered at the New York 
Toy Fair. Many jobbers and dealers 
attended the fair and left larger 
orders than had been expected 
on certain lines. Others made in- 
quiries on large orders, obtained 
prices and promised to send orders 
from the home office upon their re- 
turn. Others interested in buying 
said that they would place orders 
on the very next/visit of the sales- 
man in their respective districts. 

The large New York department 
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stores had toy men visiting the 
show at all times. This is consid- 
ered as significant of indicating 
that the lines were of decided in- 
terest. 


Dolls Found Buyers 


The sales on dolls are said to have 
been particularly active during the 
past two weeks, and the superiority 





Juvenile Demonstrators 


Juvenile demonstrators livened 
up the toy fair held in New York. 
The idea received much favorable 
comment from visiting buyers. 
Many openly announced that they 
were going to try that scheme 
themselves. Why not put this 
plan to work at your store in 
your toy department? It is only 
fair to assume that a boy could 
put more action into toy demon- 
strating than a full grown man. 
There @re plenty of recruits in 
local grammar schools who would 
be g to make a little money 
demonstrating your toys~ after 
school hours. 








of domestic dolls is said to have 
been a big factor in securing the 


orders. Realistic models of life- 
like finish have always been the 
pride of the American manufacturer 
of dolls and the wisdom of it seems 
quite apparent. Vehicle toys of all 
sizes and varieties took much atten- 
tion and good orders were received. 

One of the most interesting 
phases of the exhibits of vehicle 
toys was the rather general use of 
young demonstrators. Many firms 
had fairly small children using 
wagons, coasters, scooters and other 
juvenile vehicles continually. This 
feature seemed to appeal to many 
buyers who mentioned that they 
would try the same plan at home. 
A better impression of the article 
in question can be gained when a 
child uses the toy as it is then in 
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actual and practical demonstration. 
No grown-up can use a toy with the 
same amount of vim and interest 
that a child naturally puts into it. 

Oftentimes the halls and corri- 
dors would be full of children 
riding on a small automobile or 
other type of vehicle. A sweater 
or banner introduced the product 
and the company. 

Several exhibitors plan to keep 
their displays intact for two or 
three additional weeks, so that some 
of the visitors who are reported to 
be returning from Europe can see 
their lines. 

’ Though apparently satisfied with 
the accomplishment of their efforts 
during the fair, numerous demon- 
strators remarked that in their 
opinion the fair was held too early 
in the season. They seemed to think 





American Toys Superior 


American superiority in the 
manufacture of toys was the dom- 
inant impression gained at the 
New York Toy Fair. Competitive 
foreign makes had only the story 
of cheapness in their favor. When 
you select your stock give proper 
attention to domestic toys and 
dolls. Aside from motives of pa- 
triotism it is a better commercial 
asset to carry the American 
goods. Remember this point in 
your sales campaign ‘on toys. 

But don’t dwell too strongly on 
the sentimental side of domestic 
goods for this has been overdone 
in many lines. Stress on the me- 
chanical superiority, the wider 
variety offered and the more real- 
istic miniatures of people and 
things found in real life. There's 
a good merchandising story in 
these facts. Tell it to your cus- 
tomers and prospects. 











that it should not start until about 
March 15. They were, however, in 
the minority, for, upon questioning, 
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the dates of thé exhibit seemed to 
satisfy the majority. 

One of the most interesting ob- 
servations of many exhibitors was 
the noted increased interest on the 
part of hardware men. Several job- 
bers are reported to have sent buy- 
ers to New York to look over the 
toys. Carbon copies from order 
books proved that there were many 


senng 





A Lesson to the Merchant 


The New York Toy Fair holds 
a lesson to the wise hardware 
merchant. It cautions him to 
make every toy display the best 
obtainable under individual cir- 
cumstances. It also proves that 
even lower price competition can 
be met with the proper applica- 
tion of sales effort behind a good 
line. It shows conclusively that 
price is not the prime factor in 
buying and selling, but that ener- 
getic sales work will overcome 
even a seemingly formidable ob- 
stacle. 











retail-hardware merchants getting 
ready for a good toy business this 
year. 

Several large department stores 
in out-of-town cities placed orders 
for delivery in the fall, but most 
orders called for immediate deliv- 
ery. Visitors told many stories 
about successful toy campaigns con- 
ducted in January and seemed to 
feel confident that this year’s toy 
business would be good. 

Progressive hardware merchants 
could learn many methods of dis- 
playing and selling toys from the 
salesmen on duty at the fair. Clever 
displaying devices and arrange- 
ments were found in many rooms. 
Salable features of different lines 
were seen on large placards that 
drew attention. Some of the exhib- 
itors have already entered applica- 
tions for certain definite locations 
for the toy fair next year. 
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Tracing the Development of Mechanical Toys 


Egypt, Greece and Rome Were Responsible for the 
Forerunners of the Modern Companions of Child- 
hood—Some Interesting Toys of Antiquity 


VER since H. G. Wells wrote 
his “Outline of History” pub- 
lic interest in the origin and 
evolution of many of the common- 
place things of life has been greatly 
stimulated. A remarkable amount 
of research work has been carried on 
for the purpose of learning when 


By H. H. MANCHESTER 


It is a seldom realized fact that 
toys go back to the earliest dawn of 
civilization. We find evidences of 
them some fifty-five centuries ago in 
the oldest Egyptian tombs. What 
is even more interesting than their 
mere antiquity, is the proof that at 
the beginning of history there were 


long as the body existed on earth. 
For this reason they mummified the 
body, and built rock tombs to pro- 
tect it. They painted the interior 
walls of the tombs with scenes rep- 
resenting the life of the deceased, in 
order that the doubles of the figures 
might do the same work for the soul 


Egypt, Greece, Rome and other countries of antiquity may have produced the forerunners of the modern mechanical toy, but 
the records fail to show any attempt ta produce juvenile vehicles such as are shown in this illustration 


and why some article was first used, 
and the various reasons for its de- 
velopment as a modern piece of mer- 
chandise. 

The beginning of toys is lost in 
the mists of antiquity. But from 
the banks of the ancient Nile to the 
toy department of the modern Amer- 
ican hardware store research work- 
ers have been able to trace some of 
the different steps that have been 
taken in the development of what we 
know to-day as the mechanical toy. 


a large number of what would now 
be called toys, used as religious sym- 
bols, and that such religious images, 
having lost much of their supersti- 
tious significance, developed into 
children’s playthings. 

All this is easily understood from 
a knowledge of the Egyptian re- 
ligion. 

The Egyptians of the earlier dy- 
nasties developed the belief that 
after death, the soul would continue 
to live in the “Land of Osiris” as 


in the “Land of Osiris.” In the same 
way they made images of anything 
and everything most needed on earth 
in order that the doubles might be 
ready at hand for the soul in the 
hereafter. Among these representa- 
tions are to be found particularly 
houses, workrooms, granaries, and 
ships. These were supplied with lit- 
tle statuettes of appropriate work- 
ingmen and women. 

Some of these models were molded 
of pottery, while others were carved 








Kites have changed 
in shape since the 
days of Pericles, but 
still retain their 
popularity 


from wood. The purpose was so im- 
portant that considerable attention 
was paid to the carving, and what 
the figures lacked in exactness was 
ade up in numbers. We find whole 
troops of soldiers and models of 
ships supplied with many oarsmen. 
Thus in the old kingdom of Memphis 
more than 5000 years ago, an art 
capable of making wonderful toys 
was already developed, and children 
were certainly familiar with little 
models of the main necessities of 
Egyptian life. 


Early Egyptian Toys 


Just how early similar symbols 
were given to children to play with 
we cannot say. We find, however, 
certain dolls and playthings laid 
alongside the mummies of children, 
which go back to the kingdom of 
Thebes more than 4000 years ago, 
and there is little doubt that the 
Egyptian child of that period de- 
lighted himself with toys similar to 
the great variety of symbolic models 
preserved in the tombs. The fact 
that in ancient Egypt everything 
was thought to have its double, only 
lends zest to the imagination. 

The Egyptian child of the Theban 
Empire, more than 3000 years ago, 
even had strictly mechanical toys 
which could be made to show action. 
At least two of these have been pre- 
served. One is a wooden model of 
a baker leaning over a slanting board 
or saddle stone, and either rolling 
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dough or crushing grain. The figure 
is jointed and a string is attached to 
it so that it can be pulled up and al- 
lowed to lean forward in working at 
the whim of the child. 

Another mechanical: toy was an 
alligator with a movable lower jaw. 
A string was attached to this in such 
a way that when 
pulled the jaws. 
would close with a 
snap, and when re- 
leased they would 
open wide again. 

In ancient Greece, 
also, we find the 
child was amused 
with toys from an 
early age. 

The rattle, per- 
haps the first won- 
der of babyhood, 
was considered to 
have been invented 
by the Greek, Ar- 
chytas. There were 
also painted clay 
statuettes of per- 
sons and animals, 
including tortoises, 
hares, ducks, and 
apes. Many of these 
were hollow with 
small stones inside 
to produce the noise. 
There were balls of 
leather which were 
sometimes _ stuffed 
or blown up. 
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When the boy became old enough, 
he might be given a top which he 
could learn to spin by whipping it 
with thongs of leather. Toy houses 
and ships were frequently made of 
leather, though why it should have 
been used in place of wood is not 
easy to determine. 

Another amusement of the Greek 
youth was flying kites. Some of 
these were shaped like a comet with 
a tail, while others resembled a hol- 
low horn with the string fastened 
to the open end. 

The girls of course had their dolls, 
which were formed and dressed in 
various styles. There is a rather 
pathetic little inscription of a young 
Greek girl, who, now that she is © 
about to be married, presents her 
doll to Artemis, the virgin goddess, 
The cradle might be either flat or 
the shape of a shoe, but was often 
hung by cords so as to swing. Thus 
Greek children were used to swing- 
ing from babyhood up. Miniature 
swings of this sort were likewise 
used for dolls. 


Playthings of the Young Romans 


Practically everything noted con- 
cerning Greek toys might be re- 
peated about the playthings of Ro- 
man children, for when Rome con- 
quered the rest of the Mediterranean 


world, she adopted everything of the 
older civilization which pleased her.. 
There are ancient Roman pictures! 
showing children playing with balls, 
tops, kites, and dolls. 


Hero of Alexandria was 
responsible for this early 
mechanical toy. The ac- 
tion of heated air caused 
the figures to dance. In 
the corner we see a mod- 
ern counterpart of this 
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One interesting mechanical toy 
which seems to have been a favorite 
with the Roman boy, was a turtle 
which would stick out its head and 
fore feet and open its mouth, when 
its tail or one of its hind legs was 
pulled. This made it possible to tie 
a cord to the tail and let the weight 
of the turtle produce the action. 
There is a Roman picture of a boy 
dangling a turtle, which probably 
represents a toy of this sort, in front 
of a dog, which is excited over the 
novelty. 

An entirely different class of me- 
chanical toys of the Greco-Roman 
era, were the automatic experiments 
of the philosophers. Some of these 
were so purely scientific as to be en- 
tirely above the level of toys, while 
others illustrated scientific principles 
in a popular manner. 

A number of such experiments 
are described, and in*fact illustrated 
in the works of Hero of Alexandria, 
who lived perhaps as early as 100 
B. C. Hero made use of fire, run- 
ning water, and wind to furnish the 
power for various automata. In 
many cases the source of power was 
unrecognized, and the action seemed 
highly mysterious. He described, 
for example, a small theater, the 
doors of which were opened by the 
hot air produced when a fire was 
lighted on the altar. <A really re- 
markable experiment was made with 
a ball which was placed over a fire 
and whirled around and around by 
the steam escaping from the heated 
water within it. This was, in fact, 
the predecessor of one form of tur- 
bine. Another invention of the phi- 
losophers was a wind wheel which 








y 


po 





HARDWARE AGE 



















































was used in order to blow an organ. 

In the device which we are produc- 
ing herewith, Hero used a fire on top 
of the miniature altar to heat the air 
below it, which acting through tubes 
caused a disc to turn. On this disc 
were placed various dancing figures, 
singly or in couples, which were so 
constructed that they would dance 
when the disc moved under their 
feet. In this device the revolving 
disc is comparable to the turntable 
of a phonograph, and suggests still 
further undeveloped possibilities of 
dancing figures on its surface. 

What a contrast some of these old 
toys would make beside some of the 
electric trains, windmills, mechanical 
engines and walking dolls of the 
present day. The last ten years have 
seen the history of American toy 
making change from a few strug- 
gling shops to a scientific and highly 
systematized industry representing 
an investment of millions of dollars, 


+" In olden days 
the top was kept 
in motion with a 
whip, but a cord 
furnishes the 
4 power to-day 
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These ancient 
Egyptian me- 
chanical toys 
were the ances- 
tors of the mon- 
key-on-a-stick 


and supporting thousands of. skilled 
and technical workmen. 

The peddlers who sold: toys in an- 
cient days have passed almost into 
the. limbo of forgotten things, and 
their places have been taken by de- 
partmentized hardware stores with 
plate glass windows, that sell every- 
thing from nails to wireless tele- 
phones. 

The success of toys in- hardware 
stores has always been a foregone 
conclusion. From the American 
Hardware Stores, Inc., Bridgeport, 
Conn., in the East, to the Peoples 
Hardware Co., Gary, Ind., in the 
Central West, and then on toward 
the Coast to Spelger & Hurlbert, at 
Seattle, Wash., hardware dealers in 
practically every State of the Union 
handle toys. The hardware store 
has come to be regarded as the log- 
ical place for toys, as it has always 
been considered the most feasible 
point in the smaller towns as well as 
in the majority of cities for the dis- 
tribution of automobile accessories, 
bousefurnishing goods, tools and 
hardware. 

The importance of toys in the mod- 
ern hardware store may best be il- 
lustrated by a resolution adopted at 
the recent convention of the Penn- 
sylvania and Atlantic Seaboard 
Hardware Association. This stated 
that in view of the fact that 51 per 
cent of the hardware stores carried 
toys that the manufacturers of toys 
be urged to install toy exhibits at the 
1923 convention of the association. 

This spring season offers excep- 
tional opportunities for toy sales, 
especially for many of the picture- 
esque vehicles that are now on the 
market for children, and for the in- 
numerable games that the youngster 
can play with out of doors with 
added benefit and pleasure. Al- 
though parents may bring their chil- 
dren to your store, if you can inter- 
est the children sufficiently, they will 
bring their parents back again. 
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The Friendly Road 


sane enough to hear what he has to say. 

Don’t make the mistake of thinking that 

you and only you can think straight. We learn 
by an exchange of opinions. 
* * * 


“Experience is a hard teacher,” but has a full 
class of pupils. And if we don’t learn our les- 
sons she keeps us after school. 

* * * 


How do you read the newspaper? Just the 
headlines, none of the editorials, but all of the 
scandal and murder stories? Better begin to 
take things a little more seriously or your neigh- 
bors will take advantage of you. 


+ & 


Mediocre. If there is one word in the English 
language that should be taken out it is mediocre. 
There is nothing worse than mediocracy, noth- 
ing. Be downright poor in your work or your 
living or be excellent but don’t be mediocre. 
There is nothing distinctive about mediocracy 
for you are just one of the herd, neither good 
nor bad. Be distinctive, be individual, be some- 
body but don’t be mediocre. 


* *% * 


Along with the original sin, whatever that was, 
came another and a worse one. Arrogance. The 
cocky, self-opinionated person who presumes to 
dictate to others, who stalks around until the 
very air is filled with nauseating microbes, in 
other words, the man who makes you sick, is al- 
ways present when more than four people gather 
His grammar is usually as bad as his intentions 
and he will bear plenty of watching. 

* * * 


My mother used to sing an oldtime hymn, 
“Have Courage, My Boy, to Say No.” I think it 
referred to drink, and bad company and other 
things since regulated by Congress. However, 
it’s good advice. If you follow it you will never 
become a “yes man.” 

* * + 


Never despair. The boss is trying his best to 
learn and some day he will reach your standard. 
Give him a chance. 

* * * 


Happiness is the only thing that is really worth 
while. Money can’t buy it; double dealing will 
never get it for you; arguments and disputes will 
keep you from it; lack of faith in your fellow 
men is a stumbling stone toward its gain. It is, 
however, possible to secure it through one thing 
—love. Love of your neighbors, your work, your 
own accomplishments, will bring you happiness 
and plenty of it. There are only two things 
worth while in this old world of ours, one is work 
and the other is love. 


aT HE other fellow may be right. At least be 


Beware the false optimist. The man who grins 
when there is nothing to grin at and who thinks 
that he is promoting good feeling is simply mak- 
ing a fool of himself. The Cheshire cat grin is 
inane and senseless, so avoid it. The laughing 
hyena never got very far and yet it typifies what 
some people thing is an optimist. Optimism 
comes from hard work and using good common 
sense and not from freezing your face into a 
hypocritical grin. 

* * * 

Waste is what you wipe your hands on, not 

what you do with your time. 
* * * 


Consideration of others will bring considera- 
tion for you from them. It is a game of put and 
take with the puts and the takes equally divided. 

* * * 

Look out for the “thou shalt not” man. The 
professional reformer, whose mind would easily 
fit into a empty peanut shell and whose narrow- 
ness permit his ears to touch in back, is the 
original trouble maker. 


, 2.8 


Moderation is something that is needed by the 
most of us. Some people eat too much; some 
sleep too much, while others talk a great deal too 
much. Your fellow workers are really not inter- 
ested in your troubles. Another way you. can 
overdo yourself is by talking about the firm’s 
business to people you scarcely know. It may 
lead to trouble. 

: * * * 


Tom Witten says: “The trouble with most 
folks is that they skim all cream off the milk of 
human kindness before they begin to distribute 
gg 

Sometimes they have to put a man’s picture on 
the program in order to know that he has been 
on it. 


* * 


* * * 

God pity the man who after a lifetime of won- 
derful opportunities has nothing to write on his 
tombstone except the fact that he made money. 

* am * 


One of the most encouraging signs we have in 
our 1922 bread and butter fight is the fact that 
we have lost our taste for charlotte russe and 
pousse cafes. 

* * * 

Politeness costs practically nothing, yet noth- 

ing exceeds it in buying power. 
. in ee 
There is such a thing as being too optimistic 


in the matter of credits. The optimist charges 
and the pessimist collects. 
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Comecentrating on Standard Hardware Lines 


The S. H. Davis Co. of Boston by Virtue of Its Location Has 
Centered Its Sales Efforts Upon Machinists’ and Carpen- 
ters’ Tools—Some Exceptional Window Displays 


‘HE drug store of to-day is a 
vastly different proposition 
from the store of grandfather’s 

day. It continues to dispense drugs, 
to be sure, but it derives a large per- 
centage of its earnings from a num- 
ber of lines of merchandise having 
no bearing whatever upon drugs. 
Not so long ago a New York company 
announced the opening of a “drug 


however, an announcement of the 
opening of a retail hardware store 
that does not sell hardware. 

The S. H. Davis Co., Boston, cer- 
tainly sells hardware, and it features 
all such stand-bys as tools to an ex- 
ceedingly prominent degree. 

This particular store is located at 
the corner of Portland and Sudbury 
Streets. Portland Street is one of 


ter, the garage mechanic, and many 
others. Realizing the situation, the 
management decided to concentrate 
on the standardized hardware lines 
that would fill the needs of the pros- 
pective customers in that locality. 
It was decided that mechanics’ and 
carpenters’ tools would find a fertile 
field in that particular section. As 
is the case with all merchandise, how- 

















The S. H. Davis Co. of Boston is located in a section of the city that is a potential market for the sale of machinists’ and 


carpenters’ tools. 


store” in which no drugs would be 
sold. The venture at the time caused 
a ripple on the business sea, but most 
people have now forgotten the in- 
cident. 

The tendency among retail hard- 
ware stores in recent years, how- 
ever, has been to gradually add lines 
of merchandise that really ally them- 
selves with hardware. Competition, 
constanty increasing rents, general 
overhead expenses, and no end of 
other features in the business situa- 
tion, have made this procedure neces- 
sary. Glassware, silverware, auto- 
mobile tires, electrical appliances, 
and sport clothing, are contributing 
largely to increased retail hardware 
store earnings. We have yet to read, 


the most frequented pathways lead- 
ing from the office building and bank- 
ing district to the North Station. 
Thousands of suburbanites pass that 
hardware store twice a day. Within 
a stone’s throw are many of the lead- 
ing paint houses, as well as a large 
number of metal working and other 
kinds of industrial shops. 


Appealing to a Certain Class 


The management, however, after 
considerable experience, became con- 
vinced of the fact that the store was 
not in the path of the woman shopper. 
Its location in all other respects was 
very desirable. It had a large variety 
of prospects to draw upon—the sub- 
urbanite, the machinist, the carpen- 


Here is a well-arranged and sales-stimulating display of the latter class of tools 


ever, such tools must continually be 
kept before the public in a compelling 
way if the best results are to be ob- 
tained. According to Mr. Davis, it is 
not enough to keep a good supply of 
good tools on hand. One should con- 
stantly remind the public he has such 
tools for sale. This Boston store goes 
at it in two ways—window displays 
and advertising. It started advertis- 
ing in local papers more than eigh- 
teen years ago, and is still going 
strong. 

In view of the fact that the store 
is located on a corner there is an ex- 
ceptional opportunity for good dis- 
play windows. Long ago it was de- 
cided to maintain a permanent ma- 
chinists’ tool window and to make it 
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attractive by means of frequent 
changes. This window is approxi- 
mately 90 in. long and 40 in. deep. 
The back boards are 50 in. in height 
and are all covered with black velvet. 
These panel boards are the property 
of a manufacturer of tools who loans 
them to the store. They are periodi- 
cally sent to this manufacturer for 
fresh supplies with instructions as 
to the kinds of tools that are wanted 
for these particular displays. The 
arrangement of the tools on the 
boards is left to the manufacturer, 
Mr. Davis admitting the manufac- 
turer naturally has better ideas as 
to the display of his own goods than 
has the retail hardware merchant. 

Before the boards are sent to the 
manufacturer the tools are removed, 
for they are the property of the 
store. The manufacturer bills out 
the new display as so many different 
tools, and the bill is checked off by 
the S. H. Davis Co. receiving clerk 
when the re-dressed boards are de- 
livered. There is only one time that 
Mr. Davis deviates from the black 
velvet background on a back board 
display. He has found that drop 
forge wrenches will not display to 
advantage on such a background, 80 
he substitutes a white one in that 
particular instance. In this case the 
wrenches stand out in strong con- 
trast and are thereby displayed’ to 
the best possible advantage. 

Displays Frequently Changed 

At least orice a month, and some- 
times oftener, the bed of the window, 
with its loosely laid in green velvet 
covering, is brightened up by a re- 
arrangement of old and tried ma- 
chinists’ tools or by an attractive dis- 
play of the new things being brought 
out by the manufacturers: This win- 
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dow has become an institution in its 
neighborhood. Machinists make it 
a practice to stop there regularly to 
watch for new tool innovations. 
Many a dollar is coaxed from a ma- 
chine shop proprietor’s pocket after 
he has been inspecting that window. 

The adjoining window practically 
always contains carpenters’ tools. 
These are displayed neatly and al- 
though there is a good assortment, 
the window is never overcrowded. A 
man must be without money or must 
have a strong constitution in order 
to get by either of these two windows 
without going into the store and con- 
tributing to the material happiness 
of Mr. Davis and his employees. 


Interior Arrangement of Tools 


Inside the store the machinists 
and carpenters’ tools counters are lo- 
cated behind the windows. Each 
counter is approximately 12 ft. long, 
26 in. wide and nearly 3 ft. high, 
is of heavy glass and contains two 
glass shelves, the lower one 16 in. 
wide, and the. upper one 71% in. wide. 
The cases rest on a standard about 
one foot high, and this has drawers 
which are’ accessible from the rear 
of the case in which the stock is kept 
in original packages. The tools show 
up to excellent advantage in these 
glass cases. .Machinists’ tools are 
shown in*much the same fashion as 
silverware, and the highly finished 
surfaces. make this scheme possible. 

Above each case is a long brass 
rod suspended from the ceiling. On 
these are hung neatly printed signs, 
“Machinists’ Tools” and “Carpenters’ 
Tools,” over the respective cases. 
These rods also serve as a. means of 
displaying tools, and many of these 
are suspended from the rods. by 
means of small wire hooks. Between 
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the cases and the window displays 
are located ordinary racks and boxes 
for holding stock, and the usual 
method of attaching a sample to the 
outside of the box is followed. 

One man is placed in charge of 
both tool departments, and it is up 
to him to keep the store manager and 
Mr. Davis informed as to stock need- 
ed. These last two gentlemen de- 
termine how much stock shall be 
purchased. They have on hand a rec- 
ord of sales for the merchandise in 
question and a record of general 
sales on which to base a knowledge 
of going business. By means of this 
system of purchasing, the general 
stock of tools carried can be easily 
and profitably balanced, and the like- 
lihood of overstocking on slow selling 
tools is accordingly reduced to a 
minimum. 


A High Sales Average 


In January, 1921, one of the big- 
gest building trades strikes ever 
called was staged in Boston, and it 
took the Hub many months to re- 
cover from it. Boston, like all our 
large cities, also suffered severely 
from the abrupt industrial slump. 
But the S. H. Davis Co., in 1921, by 
its method of handling machinists’ 
and carpenters’ tools, held the num- 
ber of over-the-counter sales up to 
approximately the 1920 record. From 
a dollars and cents standpoint the 
1921 profits were slightly smaller 
than the 1920, due, of course, to the 
price situation. But, considering 
the results obtained by the company 
from all angles, the showing was 
most commendable. It proves that 
machinists’ and carpenters’ tools 
may be considered among the most 
profitable lines of merchandise a re- 
tail hardware dealer can handle. 














Julius Caesar once wrote, “I came, I saw, I conquered,” but 8. H. Davis might say of those who investigated the merits of the 
tools so well shown in this window, “They came, they saw, they purchased and were satisfied” 
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This Type of Fence Is 
a Profit Maker for 
the City or Suburban 
Hardware Store— 
The Example of the 
Perkins Hardware Co., 


Waukesha, Wis. 


ELLING fencing is by no means 
S a new thing in hardware stores. 

The selling of ornamental fenc- 
ing, however, is something of an in- 
novation and presents a real oppor- 
tunity for hundreds of hardware 
merchants who are always eager to 
increase their business. 

Field fence has, for long years, 
constituted the backbone of this class 
of business in the hardware store, 
and the farmer has bought it in 
quantity. Its durability, neatness 
and low up-keep cost have made it 
the practical and economical means 
of enclosing fields. It has proved its 
worth by its ability to keep cattle 
and other live stock where they be- 
long. 7: 

Recently there has developed in 
towns and cities a movement away 
from the ugly, unsanitary and im- 
practical board fence which was 
formerly the universal method of set- 
ting off boundaries in towns and 
cities. Wire fencing has gained the 
approval of both landscape artists 
and home owners as the most perma- 
nent and attractive kind to use 
around homes, cemeteries, schools, 
parks and other town and suburban 
properties. 


Demand for Ornamental Fencing 


With this comparatively new de- 
mand, there has come the desire for 
something ornamental and more in 
keeping with the surroundings than 
the wire fence known as field fence. 
Purchasers have wanted something 
“a little fancier,” and the manufac- 
turers have sensed that demand and 
are offering, with marked success, the 
type known as ornamental or lawn 
fence. 

Who is going to sell the ornamental 
fence which home, park, factory, and 
public institution are now demand- 
ing? Naturally, the hardware man. 
He is already a fence merchant. He 
has the warehouse and selling facil- 
ities which permit profitable han- 
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Building New Sales With Ornamental Fencing 

















Wherever you go in the city or suburbs you will find homes surrounded by ornamental 
wire fences. Why not realize some profits on this wniversal demand? 


dling of this kind of business. He 
is the source of supply to which the 
buyer naturally looks for his orna- 
mental fencing. 

The Perkins Hardware Co., Wau- 
kesha, Wis., has pushed ornamental 
fencing, and has a sales record which 
leaves no doubt in their minds-as to 
the desirability of stocking this line. 
This firm has attained an extremely 
satisfactory volume of business with- 
out excessive interior display effort. 
It has used the simple but important 
methods of window display and sales 
solicitation in the store. There has 
been a prompt follow-up of informa- 
tion that certain public and semi- 
public institutions were contemplat- 
ing purchases in this line. People 
who have come into the store and 
have shown interest in ornamental 
fencing have been visited and have 
been given definite figures on indi- 
vidual costs and sales. 


A Sales-Stimulating Display 


The window displays made by this 
store, one of which is shown here- 
with, surprised the management by 
the number of prospects brought 
into the store. This display showed 
a stretch of lawn, or ornamental, 


fencing, and a gate at the back of 
the window. This was made attrac- 
tive by means of artificial flowers 
while an arbor entrance effect was 
achieved by using some of the nar- 
rowest width of the fencing at each 
end of the window. In front of this a 
stretch of the 36-in. width was erect- 
ed and two small rolls of the materi- 
al were set on the floor. These sup- 
ported cards which called attention 
to the utility of lawn fencing for the 
purpose of protecting flower beds 
and lawns. Sales showed an immedi- 
ate increase as a result of this win- 
dow, and the Perkins Hardware Co. 
gained the position of being one of 
the largest retail distributors of or- 
namental fencing in the Mid-west 
during 1921. 

“The average hardware store, just 
the average, should have no difficulty 
in selling at least twenty rolls of 
lawn fencing a year,” said an experi- 
enced hardware man. “This usually 
carries with it the sale of three gates 
per roll and makes a volume which 
is not to be ‘sneezed at.’ I am con- 
vinced that the possibilities of this 
business are almost boundless, It is 
a new field and the hardware man 
who goes after the business will find 
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The Perkins Hardware Co., Waukesha, Wis., set up a section of wire fence and a 


gate, arranged some arbors and added some vines for realism. 


That this display 


accomplished its purpose was seen by an immediate increase in sales 


it growing in a big way year after 
year.” 

Here are some sales points for 
wire fencing that will help to make 
sales: 

Lawn fencing is a fire preventa- 
tive; it checks fires rather than 
spreads them as board fences do. 

It saves trees, flower beds and pro- 
tects lawns. 

It is sanitary, for rubbish and filth 
do not collect in its corners as it does 
in “yards: that are inclosed by wood 
férices 


It admits light and air and thus 
is better for growing vegetation. 

It is more durable than ordinary 
fencing and with care will last a 
great many years. 

It checks intrusion and affords real 
police protection. 

The interest of the hardware man 
in this line does not cease wholly 
with the sale. Such fencing should 
be.painted every three years and that 
means business for the paint de- 
partment. 


And.‘“‘sales make sales.” That is 
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true of many lines and remarkably 
true in this particular one. The next 
door neighbor of the man who sur- 
rounds his back-yard or the woman 
who protects her lawn and flower 
beds with this modern type of fence 
is impressed with its beauty and 
practicability. He wants to hold his 
own with his neighbor. He asks 
him, “where did you get that fence?” 
And the hardware man soon has 
another prospect. 

“This is how I went about it to 
cash in on the lawn fence business,” 
said one Illinois dealer. “I bought 
a roll of each of the 36, 42 and 48 
in. widths and a few gates. I dis- 
played one of the gates up near the 
front of the store. It took about the 
same space that a stove would take. 
People asked what the gate was for, 
and then I told them the reasons for 
using ornamental fencing. I got a 
good percentage of sales and am now 
doing a fine business on this line.” 

The dealer who wants to put the 
word “big” on his fence sales will 
seek to sell the big job. That means 
the cemetery job, the fencing for a 
school or church or park. Doing this 
may require some selling effort out- 
side the store, but extra results al- 
ways require extra efforts, and in 
these special cases the manufacturers 
will give undoubtedly personal and 
advertising co-operation if they are 
asked to do so. Such aid may make 
the supposedly hard sale an easy one. 

In seeking a way to increase sales 
through new lines, consider the pos- 
sibilities of ornamental fencing. It 
is hardware and consequently belongs 
in a hardware store. And it is a real 
spring and summer “seller.” 


Sell Sporting Goods té the Entire Family 


Let Your Initial Sale Be a Leader and Get After 
the Rest of the Family with Personal Letters 


VERY time a man purchases a 
baseball bat or a tennis rac- 
quet or a golf club from your store 
you are laying the foundations for 
selling similar sporting goods to 
every member of his family. As 
a general thing, the love for par- 
ticular sports runs clear through 
a family. For instance, where it 
is found that a man loves tennis 
and plays tennis, it is quite often 
found that his brothers, sisters, 
wife and children also play tennis. 
And where a man is a golf enthu- 
siast his family are usually golf en- 
thusiasts. 

This being the case, it is a good 
plan to secure the names and ad- 


dresses of people purchasing sport- 
ing goods and also to ascertain-the 
names of the members of the fam- 
ily if possible. Then it is good 
business to send personal letters to 
these family members, calling at- 
tention to the fact that so-and-so 
of their family has just purchased 
such-and-such a bit of sporting 
goods at the store and to then urge 
the persons addressed to come and 
do likewise. 

Letters of this sort can be writ- 
ten by the store stenographer or 
bookkeeper during spare time, and 
the work of securing the names and 
addresses of family members from 
customers would take but a little 


part of the salesman’s time and 
mighty little effort on his part. 


Stock Damaged at Fire 


The stock of Russell R. Cameron, 
hardware, and of the Harvard Square 
Hardware Co., operated by Porter & 
Willett, Cambridge, Mass., was con- 
siderably damaged by water during a 
fire which destroyed the building be- 
tween these two retail hardware stores 
last week. 


An addition of four stories is to be 
made to a building at Lunds Corner, 
New Bedford, Mass., for George Cobb, 
paints and hardware, the estimated cost 
of which will be $10,000. 
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Obtaining Unusual Publicity with Scales 


The Warner Hardware Co., Minneapolis, Minn., Suc- 
ceeded in Arousing Personal Interest by Means 


of a Unique Scale Display 


signed as Postmaster General 

of the United States, he has 
left the impress of his personality 
upon the “Service” in a way to in- 
crease his popularity with the 
American public. He attempted to 
“humanize” the Post Office Depart- 
ment by having the carriers of 
rural mail use the Government 
scales to weigh babies, and he 
placed detachments from the Ma- 
rine Corps on mail trains and post 
office trucks to stop the robbery of 
registered matter. 

About the time that most of the 
rotogravure sections of the Sun- 
day newspapers were “running” 
photographs of rural mail carriers 
weighing babies on Government 
scales, surrounded by proud moth- 
ers and curious neighbors, the War- 
ner Hardware Co., Minneapolis, 
Minn., featured a window display 
of scales of all sorts and sizes, 
which attracted a good deal of at- 
tention and at the same time fur- 
nished food for thought to many 
of the growing population in Min- 
neapolis. 

We have ventured to use the word 
“growing” primarily in a physical 
sense. We were prompted to do 
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so by some of the signs or show- 
cards that were displayed in the 
Warner Hardware Co. window. 
The show-card at the right side of 
the window facing the street dis- 
played an epigram and two sen- 
tences that were both clever and 
pertinent. 


Clever Show-Cards 


“Who weighs himself often, 
knows himself well,” the epigram 
stated. “Changes in weight,” the 
show-card continued, “are invari- 
ably due to changes in physical 
condition. The changes noted may 
disclose the need for some course 
of treatment.” 

Very often the impression that 
this card made on the minds of 
many of the male pedestrians who 
had paused to read it was disclosed 
when they would involuntarily but- 
ton their coats, and in the words 
of the physical instructor at Camp 
Wadsworth, “pull in their stomachs 
and throw out their chests.” It is 
probably only fair to add that very 
few of the women who read the 
show-card were as self-conscious as 
were the men. 

The card that attracted the most 
attention, however, was the one in 


the center background of the win- 
dow, which asked the rather per- 
sonal question, “Is your weight nor- 
mal?” Below this question were 
two tables, one showing what a man 
should weigh and the other show- 
ing what a woman should weigh, 
classified according to height and 
age. An ungentlemanly humorist 
might have enjoyed noting the age 
column at which some of the femi- 
nine eyes halted, and then found 
unfeigned pleasure in speculating 
upon the mental processes of the 
feminine mind. 

The display, as will be seen in 
the photograph, was concentrated 
on scales. At each side of the win- 
dow stood a large scale, while the 
center of the window displayed 
baby scales and baskets. Bath 
sprays and thermometers were also 
well featured on the floor. 

Another distinctive thing about 
the window was that price cards 
were prominently displayed on 
every article shown. The general 
effect was a concentrated, interest- 
ing and rather unusual display that 
accomplished the purpose for which 
it was arranged, besides giving the 
Warner Hardware Co. unique and 
human interest publicity. 





Rarely does one see a display given over entirely to scales, but in this instance the Warner Hardware Co., Minneapolis, Minn., 


has succeeded in accomplishing the unusual in an interesting way. 





attention 


The show-cards used in this window are worthy of particular 
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Mastering the Single Stroke Italic Alphabet 


This Is One of the Easiest Alphabets for the Em- 
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bryonic Show-Card Writer to Master—Emphasis 
and Contrast Expressed by Italics 


LL things considered there is 
A no easier alphabet to learn than 

the modern single stroke italic. 
The most natural swing for all be- 
ginners at lettering is on a slant of 
from 35 to 45 deg., therefore the 
italic letters appeal to them. 

In writing show-cards one must al- 
ways remember to keep all letters 
plumb upright and to judge the 
proper space between each letter. 
These, however, are really not as dif- 
ficult as they seem at first, because 
it is simply a matter of training the 
eye, and practice alone will bring 
success. There is no set rule gov- 
erning the spaces between words 
and letters. The rule generally ob- 
served is to have the width of a 
single brush stroke between each 
letter and three times this width be- 
tween each word. 


Advantage of Italic Alphabet 


The advantage the beginner has in 
learning the italic letters first is that 
he learns all the elementary strokes 


By JOSEPH BERTRAM JOWITT 


used in every design of Roman let- 
ters. Having once acquired the nat- 
ural swing of the brush, it is not so 
difficult to acquire the knack of mak- 
ing straight upright Roman letters. 

The accompanying alphabet plate 
demonstrates that the easiest way for 
the beginner to preserve a uniform 
angle is by ruling the lettering sur- 
face with accurate slanting lines. 
Figure the space between the ruled 
lines according to the width of your 
brush. The legibility of this type 
depends to a large extent on the uni- 
formity of the slant. The beginner 
may draw light pencil guide lines on 
any desired degree of slant and make 
all downward strokes as nearly as 
possible conform to this degree. The 
brush should be held in precisely the 
same position you practised penman- 
ship in the “Spencerian-Palmer” days 
at school. In other words use a free 
arm movement. The pencilled lines 
may be eventually erased with a 
piece of art gum. 

The beginner should first practice 

















The easiest way of masterin 
as guides. These lines sh 


the italic alphabet is by using the slanting lines 
have a uniform slant and the distance betweén 
them should be determined by the width of the brush used 


the unfinished elements and the prac- 
tice strokes shown at the bottom of 
the alphabet plate before attempting 
to copy the letters. 

Italics Used for Contrast 


Italics are not as legible as up- 
right letters, but where contrast or 














Pictures pasted on show-cards tend to 
make them distinctive, as is the case 
with this attractive example 


certain emphasis is required they are 
generally used. The great speed with 
which work may. be turned out in this 
type is surprising, and if the letters 
are shaded in a light gray like the 
cards illustrated herewith, the ap- 
pearance of the show-cards will be 
greatly improved. 

The writer desires to impress up- 
on the beginner the importance of 
continually training the. brush to 
work flat. The red sable hairs in 
the “Rigger” show-card brush are 
fastened in round ferrules, so the 
brush is round when it is dry. The 
points or ends of the hair, however, 
may be trained into a flat shape by 
working the hairs backward and for- 
ward on a piece of paper or card- 
board after dipping in ink. This 
process also distributes the ink well 
into the “heel” of the brush. A brush 
dipped into the ink and applied to the 
card without going through this flat- 
tening out process is never in the 
proper shape for quick single stroke 
lettering. The brush should have a 
sharp chisel-edge at all times other- 
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i ORME. & 
There’s a lot on this card, but it isn’t 
crowded and is decidedly attractive 


wise the strokes cannot be clean cut. 

When we say that 50 per cent of 
success at learning show-card writ- 
ing depends on the proper brushes 
and inks and the other 50 per cent 
on the proper alphabets and instruc- 
tions, it is very easy to see how 
necessary are the proper kind of red 
sable brushes. 


The Proper Outfit 


For the benefit of those who wish 
to know just what kind of a show- 
card outfit to buy and where to buy 
it, the following list is given: 

“One each, red sable show card 
brushes, Nos. 6, 8, 10, and 12; three 
2-0z. jars of water color show-card 
ink, black, red, and blue; two doz., 
assorted sizes, Soennecken lettering 
pens, Nos. 1, 2, 3, 4, and 5; these 
pens will fit in ordinary pen holders 
and are used for small lettering and 
price tickets; one set of speed letter- 
ing pens with round bill points (five 
in a set), used for large lettering 
instead of brush.” 

This outfit is the same as is used 
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by professional show-card writers 
and will be found ample for general 
show-card purposes and should not 
cost over $5. 

The following firms make a speci- 
alty of show-card supplies: N. Glantz, 
81 Spring Street, New York City; 
‘Eberhardt & Son, 398 Pearl Street, 
New York City; Bert L. Daly, Day- 
ton, Ohio; Walbrunn, Kling & Co., 
Chicago, IIl. 

About 75 per cent of the hand 
lettered show-cards used are plain 
black letters on a white card with a 
red caption or underline here and 
there. An appropriate picture pasted 
in the corner of the card makes it 
doubly attractive and adds greatly to 
its selling value. The advertising 

















Here is an excellent example of effective 
use of italic lettering 
pages of HARDWARE AGE offer many 
valuable suggestions for up to date 
material. The pictures on the cards 
illustrated herewith were taken from 
the pages of HARDWARE AGE and 





Baker, Murray & Imbrie, Inc., Denies Rumor 


Reports that Baker, Murray & Im- 
brie, Inc., 97 Chambers Street, New 
York City, one of the largest retail and 
wholesale sporting goods houses in the 
East, has been dissolved have been 
categorically denied by James E. Mur- 
ray, president of the company. The 
gun and ammunition will be liquidated, 
the retail sporting goods store will be 
closed and several other changes will 
be made in the business for purposes 
of systemization so that Mr. Murray 
“may be relieved of many of the bur- 
dens incident to conducting the large 
and diversified interests of the com- 
pany’s business.” Mr. Murray’s state- 
ment follows: 

“The changes in Baker, Murray & 
Imbrie, Inc., are not for the purpose of 
dissolving, but to render the labors of 
myself and my associates less arduous. 
For some time it has been my desire to 
be relieved of many of the burdens in- 
cident to conducting the very large and 
diversified business. 

“As to the future of Baker, Murray 





& Imbrie, Inc., it will continue even 
though I do not remain constantly at 
the helm, and even though I may go 
fishing or hunting now and then. 

“We will continue without change 
the Abbey & Imbrie division, selling 
even more and better “fishing tackle 
that’s fit for fishing.” 

“A, W. Law, who has been general 
manager of Abbey & Imbrie for thirty 
years, has also been an officer of Baker, 
Murray & Imbrie, Inc., since the con- 
solidation and is now its vice-president, 
and the Abbey & Imbrie division will 
continue under his management. 

“The New York Sporting Goods Co. 
which was originated by Powhatan 
Robinson and James E. Murray twenty- 
five years ago—will continue as a di- 
vision of Baker, Murray & Imbrie, Inc., 
operating the bicycle end of the busi- 
ness strictly as a jobbing house. Mr. 
Murray will still hold his supervision 
over this division of the business of the 
company. 

“Baker, Murray & Imbrie, Inc., has 
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Although there are only five words on 
this card they carry a real message 


were pasted on the cards with white 
library paste. 


Make Your Messages Brief 


Another important thing which 
has much to do with the sales value of 
show-cards is the reading matter. 
The story should be short and to the 
point. No matter how well a show- 
card is lettered, if it has the appear- 
nace of being crowded and has little 
or no margin, it loses half of its 
value. The marginal line should al- 
ways be ruled off first, leaving at least 
1% in. all around the outside edge 
of the card. Then make the line 
through the center of the card then 
the horizontal guide lines for the let- 
tering. 

After the words which are to go 
on the card have been decided upon, 
the lettering should be _ roughly 
sketched in pencil. This will do away 
with all guess work when it comes 
to the brush work. The beginner 
should never attempt to do even prac- 
tice work without first ruling the 
necessary horizontal guide lines. 


sold the Abercrombie camp department 
to F. H. Schauffler, president of Von 
Lengerke & Detmold, who has opened 
salesrooms at 639 Madison Avenue at 
Forty-third Street, New York City, and 
who will continue the sale of Aber- 
crombie camp goods there. 

“The gun and ammunition depart- 
ment will be liquidated in the near fu- 
ture by the sale of the stock and good 
will, or the goods will be otherwise dis- 
posed of, and the retail sporting goods 
store will be closed. 

“Frederick A. Baker will take over 
the personal handling of the distribu- 
tion of the Indian motorcycles as gen- 
eral New York agent for the factory. 

“But the business of Baker, Murray 
& Imbrie, Inc., will not be dissolved, nor 
will the operation of the Abbey & Im- 
brie fishing tackle division or the 
New York Sporting Goods Company’s 
bicycle and supplies department. They 
will continue to occupy their present 
quarters at 97 Chambers Street, New 
York City, and will devote their exclu- 
sive attention to the two above-men- 
tioned lines.” 









fe ae eg 








74 


HARDWARE AGE 
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Mistakes of Others and Should Avoid Their Fanits 
—Concentration and Perseverance Essential 


HERE is a well-known adage 

which runs, “What we desire to 

be, that in a measure we are.” 
No truer word was ever uttered. 

One of the largest hardware busi- 
nesses in Chicago was started in the 
smallest possible way at a cross- 
roads. The business was run by a 
young man eighteen years of age. 
He lacked money and apparently had 
no field from which to draw trade. 
But he had the trader’s instinct, and 
when business did not come in he 
went out and got it. Loading up a 
wagon from his store, which was lim- 
ited to a $200 stock, he would dicker 
with the farmers and take anything 
in trade which could be resold. At 
night he would come back with sacks 
of grain, potatoes, poultry, live stock 
and other farm products, which he 
readily turned into cash. This young 
man created his opportunity and 
built up a great business by means 
of sheer pluck. He wanted to be a 
real salesman and he became one 
through his own efforts. 

We often wonder if hardware 
salesmen fully realize the important 
position they have in life. We con- 
fess that some of them make a sale 
as if it were only a matter of course. 
They do not put their hearts into 
their work—work that is dignified, 
pleasant, and possessed of many op- 
portunities for advancement. True, 
some love their work, but on the 
other hand, others watch the clock 
with eyes of envy, waiting for the 
lazy hands to reach the spot that 
marks the end of the day. 

Acquiring Knowledge 

The only means of removing this 
feeling is by acquiring knowledge. 
In salesmanship you must master the 
facts and conditions surrounding you 
by a knowledge of your goods, of 
human nature and of selling tech- 
nique. Most of these subjects have 
already been under discussion and 
the rest are soon to follow. 

Let us see if we can get at the 
scientific side of this problem and 
prove the relation between knowl- 
edge and confidence. 

Undoubtedly the greatest problem 
of every hardware salesman is in- 


By B. J. MUNCHWEILER 


ducing the new customers to repeat 
their visits. This has been solved 
to a satisfactory degree by more than 
one concern by working upon the 
theory that the customer is the lead- 
ing asset of the successful estab- 
lishment. 

Dealers everywhere spend thou- 
sands of dollars yearly to obtain new 
customers. In spite of this, clerks 
will at times unwittingly give an of- 
fense in some trivial matter. This 
frequently drives the patron away 
and causes that person to become a 
“knocker” instead of a “booster” for 
the business. Every business in or- 
der to prosper must be built upon the 
granite rock of integrity. It is no 
different in the hardware business. 


Be a Good Mixer 


Try to be a good mixer but do not 
get too familiar with your trade. 
Call customers by name, but do not 
get too “chummy.” If Jones has a 
family of four, do not forget to in- 
quire after the family when Jones 
shops. 

Abstain from using the word 
“guaranteed.” It means nothing and 
ofttimes will get you into trouble, 
leading to arguments and dissatis- 
fied customers. 

By all means do not allow your 
store to be a center for gossip, so 
people will say, “I heard it at Blank’s 
store.” 

As often as possible give clean, 
fresh notes and coin in change. If 
you have mutilated coins or torn 
notes, do not attempt to give them 
to customers. 


Principles of Successful Selling 


Keep in mind the following six 
most important principles in success- 
ful selling: 

1. Demonstrate to the person who 
controls the decision. 

2. Introduce goods that belong to 
a complete line of similar things. 

3. Show two or three articles in 
rapid succession. 

4. Stop showing other goods when 
the customer finds something. 

5. Avoid any semblance of forc- 
ing goods. 

6. Never argue with a customer. 


It matters not where an employee 
starts with a firm, but what he ac- 
complishes after he makes the start. 
The first act, in having your name 
placed on the company’s pay-roll, is” 
the most important step you can take, 
no matter how many years you are 
connected with the firm. It means 
opportunity for you. 

Insert the thin edge of the open- 
ing wedge by means of push, energy 
and perseverance, and let the depth 
to which this wedge may enter be 
gaged solely by the efforts or will- 
power you place behind it. 

Capitalizing Opportunity 

Just read the true story of how 
one man who had this opening wedge 
of opportunity “made good.” 

“Some twenty years ago,” he said, 
“T came to this country, an untutored 
and unlettered boy. I could not speak 
the language, but was eager and 
anxious to work. I eventually se- 
cured a position in the hardware de- 

artment of what was called in those 
days a genera! store, my duties being 
to sweep the floor and keep the stock 
in order. My salary was the mag- 
nificent sum of $10 per month. My 
board and lodging amounted to $9. 
Every month the soles of my shoes 
would need repairing as the result 
of constant walking. This entailed 
an expense of 75 cents, and I had left 
just 25 cents for myself. 

“Employed in the same store was 
a clerk who drew $15 a week, which 
was in my eyes a fortune. One day 
he said to me, ‘Why do you work so 
hard? You won’t get paid any more 
for it, and I am sure it is not ap- 
preciated.’ It seems he felt sorry for 
me, but I resolved, appreciated or 
not, that I would give my employer 
the best that was in me. 

“In the meanwhile I mastered the 
language, learned the business and 
gradually arose from a humble start 
to that of manager of one of the 
largest stores in the country.” 

No moral is needed to this story— 
it tells its own, but to add in the 
words of a noted writer, “Success in 
life is a matter not so much of talent 
or opportunity, as of concentration 
and perseverance.” 
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EDITORIAL COMMENT 


A Question of Business Morale 


] HETHER or not business will enjoy 

a reasonable prosperity during the 

coming year is largely a matter of 

morale. Economic conditions justify such a 

prosperity, but its fruition hinges upon the 
mental attitude of the human element. 

According to Webster, morale represents a 
state of mind with reference to confidence, cour- 
age, zeal and the like, especially of a number of 
persons associated in some dangerous enterprise. 

We learned its significance during the World 
War, when commanders placed more faith: in 
the morale of their men than in guns and equip- 
ment. It was the determining factor at the 
Marne, Verdun and Argonne. Morale won the 
war. 

But morale is as vital a factor in business as 
in.war. It still deals with a state of mind, par- 
ticularly where a number of men are associated 
in an enterprise containing an element of finan- 
cial danger. It has a tremendous bearing upon 
the success of retail merchandising. 

What is the morale of your organization to- 
day? Are your salesmen skeptical as to sales 
possibilities? Are they indifferent, careless, 
apathetic, discouraged, unproductive? If so, the 
morale of your business force is at a low ebb, 
and your sales will be correspondingly low. 
Also, the fault lies with yourself. 

During the war we built up morale, because 
morale is something that can be built up or 
weakened by human effort. Commanders talked 
courage, confidence and zeal to their men because 
they recognized a certain responsibility for the 
state of mind of those men. What have you done 
to build up the morale of those associated with 
you in your business? If the energy of the men 
in your store has been allowed to lag, their ambi- 
tion to die down, their alertness to become dulled, 
it reflects a lack of essential business acumen 
and zeal in yourself. 

Morale hinges on environment and knowledge. 
The merchant who complains that the productive 
element of his business is below par should first 


make sure that his employees are working in a 
place of which they can be justly proud. With- 
out that pride there can be no high quality of 
morale. 

Do you hold store meetings where selling is 
taught, trade information given and ideas ex- 
changed? Do your employees know the condition 
of your business, the possibilities of your trade 
territory—the factors upon which depend your 
success and theirs? Do they know the relation 
of overhead to sales—of turnover to profits? 
Have they been given a fair opportunity to re- 
alize what increased business means to them and 
to you? Do they know the money value of cour- 
tesy, salesmanship, loyalty and co-operation? Do 
they look upon you as a friend and a partner, 
or only as a boss? 

Do the men upon whom you depend for sales 
hear from you the reasons how business can 
be made better, or do they hear only growls over 
what it has been during the past year? Is their 
daily business diet one of encouragement or of 
kicks? Are they fitted to fight or primed to 
retreat? 

Is your stock dingy, dirty, disorderly or inade- 
quate? Are your prices right—your methods and 
policies good? Do your men criticize you, apolo- 
gize for you, or whole-heartedly praise you? All 
of these questions have a direct bearing on the 
morale of your business. + 

Analyze your store, your stock, yourself and 
your men. Be sure the first three are above par, 
then concentrate on the fourth. 

Tell your men the truth about yourself, them- 
selves and the business. Make them partners 
in knowledge and responsibility. Teach them to 
say “Our business” by saying it yourself. 

When you say “I” or “my” you shut out all 
the rest of the world. When you say “we” and 
“ours” you take in all whose interests are the 
same as yours. Morale is not built on personal 
pronouns. 

The general public is strongly influenced by 
the attitude of business men. It buys as it 
thinks. Make the morale of your organization 
what it should be and your business will be 
good in 1922. 
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Western Canada Holds Automotive Show 


Second Annual Exhibition Held at Winnipeg, 
Feb. 6-11, Proves Successful in Every Detail 


ESTERN CANADA has success- 
V \) fully held its second annual 
automotive show in Winnipeg. 
The show was held from Feb. 6 to 11, 
and was well attended. The exposition 
was held in the Board of Trade Build- 
ing, and many American as well as 
Canadian manufacturers and distribu- 
tors had exhibits on view. 
Though the attendance was not so 
large this year, it is said that a larger 
percentage of the visitors were dealers. 


crowd intent upon increasing auto ac- 
cessory sales during the coming year. 
Many new lines were introduced at the 
show and the exhibits were of a much 
higher order. Decorations were uni- 
form and the scenic effect was very 
pleasing to the eye. The committee 
in charge took pains to make things run 
smoothly. 

The exhibitors held a banquet follow- 
ing the convention sessions. Many im- 
portant topics were discussed pertinent 


the show was also considered successful, 
and several firms have already made 
contingent reservations for the third 
annual show to be held next year. That 
is also a good sign that the 1922 show 
was satisfactory. 

Many American accessory men at- 
tended the Western Canada auto show 
to add to their knowledge. They stated 
that they could pick up several new 
kinks that would be helpful to them 
in the merchandising of this line. 

















View of some of the exhibits at the 


This is considered significant as indi- 
cating increased trade interest in the 
accessory line. The show was held in 
connection with a convention under the 
auspices of the Western Canada Auto- 
motive Equipment Association. 

Reports indicate that there was more 
interest of a serious nature than was 
found last year. At the previous show 
many Winnipeg people strolled in and 
out each day, exhibiting comparatively 
little interest in the trade conditions 
of the business. They were just sight 
seeing because of their interest in the 
first auto show of that section of the 
Dominion. 

This year many more dealers were 
added to the customer lists of the ex- 
hibitors. It is said that the hilarious 


enthusiasm of the last show was absent 
and instead there was found a serious 





second annual automo tive show of western Canada, held at Winnipeg, Feb. 6-11 


to the distribution of accessories 
throughout the Dominion, and lectures 
were delivered by Ray W. Sherman and 
N. H. Oliver on the efficient merchan- 
dising of accessories. Both of these 
men are connected with the American 
Automotive Equipment Association. 
During the show period in town a 
Mardi Gras was held with dancing at 
the Alexandria Hotel. 

The feeling of those who exhibited 
or attended the show seemed unanimous 
on one point; that is, that the distribu- 
tion of auto accessories is gaining added 
stability and that good sales may be 
expected this spring. Sound business 
principles are to be applied, and the 
Canadian trade expressed confidence 
for increased business during the com- 
ing months. 

From a “business done” standpoint, 


Along the walls of the exhibition hail 
at small intervals were flag designs. 
These consisted of the British Union 
Jack to the left, the American flag in 
the center and the Canadian emblem to 
the right, and flags of other British 
colonies, as all the countries suggested 
by the flags were represented in the 
auto show. 

It is thought that next year’s show 
will be larger and will bring out more 
strongly the increasing stability of the 
auto accessory market in the Dominion 
of Canada. 

The number of motor cars in use in 
Canada is constantly increasing and 
every car sold means more accessories 
to sell. Hence the reason for optimism 
on the part of those handling this line 
in Canada for the possibility of good 
1922 business. 
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Members of Minnesota Retail 
Hardware Association 
Hold Twenty-sixth Annual 
Convention at St. Paul— 
Elmore Houghtaling Chosen 
President for 1922 


PTIMISM for the future was the 

keynote of the twenty-sixth an- 

nual convention of the Minnesota 
Retail Hardware Association held at 
St. Paul, Minn., Feb. 14-17. The meet- 
ings were exceptionally well attended, 
interesting addresses were heard, reso- 
lutions were passed while an excellent 
exhibition was held in the Auditorium. 
Elmore Houghtaling of Fairmont was 
elected to the presidency of the asso- 
ciation and J. A. Monson of Braham 
was chosen vice-president. All in all 
the convention was a success in every 
way. 


President Ryan’s Address 


The sessions were held in the audi- 
torium of the Y. W. C. A. across the 
street from the exhibit hall. The first 
session was called to order on the morn- 
ing of Tuesday, the 14th, and was 
opened with singing and an invocation. 
President William H. Ryan, Little Falls, 
Minn., then delivered the annual presi- 
dential address. 

President Ryan commented upon 
the gain in membership of the 
Minnesota Association and went on to 
emphasize the fact that there was a 
bright outlook for the future. He com- 
mented upon the high prices of steel 
products and said that these would 
have to be lowered if our own manu- 
facturers were to meet European com- 
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Optimism the Keynote of Minnesota Meeting 





petition. He 
also cautioned 
merchants to 














figure well on 
their margins 
of profit and 
to take in con- 
sideration that although merchandise 
was considerably cheaper, taxes, rents, 
salaries and other items of overhead 
were still high and should be taken 
into consideration in the marking of 
goods. 

President Ryan said the farmer had 
been hit such a blow in the price re- 
adjustments that it would take another 
crop before this class of trade would be 
in a buying position. He said, “We can’t 
expect a depression like we are going 
through to react quickly, and I think 
that the merchant who applies himself 
to his business; who works diligently; 
buys carefully; watches his credit; dis- 
counts his bills; advertises freely, and 
gives service—the greatest of all trade 
getters—has all to gain and little to 
fear.” 

He also dwelt briefly upon the Fed- 
eral .Trade Commission hearings in 
connection with the Pittsburgh plus 
plan. He said, “If the manufacturers 
in the West could secure the Pitts- 
burgh price at Duluth it would enable 
them to compete in manufactured 
products with Eastern factories. To 


Retiring President William H. Ryan, Little Falls, and President 
Elmore Houghtaling, Fairmont 


achieve this result we should give our 
earnest co-operation.” 

He called attention to the passing of 
four charter members of the associa- 
tion within the past year, William Cow- 
ing, Alex; Thomas Caley, Princeton; 
Gus. Fredericks, Jasper, and Robert 
Hose of Sleepy Eye. 

He concluded by urging all the mem- 
bers to get the most out of all the 
meetings and to feel free to bring their 
problems before the convention. 

Reports of Secretary and Treasurer 

The association report was given by 
secretary H. O. Roberts and the treas- 
urer’s report by D. M. Andrews. The 
auditor’s report was also read. It was 
shown that officers of the state asso- 
ciation traveled 81,740 miles during 
1921 in the interest of Minnesota deal- 
ers, 274 credit books had been issued in 
dealers and’ over $5000 had been col- 
lected on freight bill audits. Over $10,- 
000 was collected by the association 
for its members. 


Insurance Company Meeting 
The afternoon session was given over 

















Some of the members of the Minnesota association who attended the St. Paul convention 
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Left to right: President Charles F. Ladner and Secretary Thomas G. McCracken of 
the Retail Hardware Mutual Fire Insurance Co. of Minnesota and Fred 8. Smith 


to the Retail Hardware Mutual Fire 
Insurance Company meeting. The 
president, Charles F, Ladner, St. Cloud, 
Minn., opened the meeting with the an- 
nual address. He pointed out that 
there had been an increase of $20,000,- 
000 of insurance despite the heavy can- 
cellations during the year. He also 
gave credit to the branch offices in 
Canada and other states of the union 
for their part of this increase. 

D. M. Andrews opened the Wednes- 
day morning meeting with an address 
on field work during the past year. 
He stated that twenty group’ meetings 
had been planned for this year. 

The speaker then went on to urge 
the dealers to get in contact with the 
other merchants of their towns for the 
adoption of local credit guides which 
were doing a great deal in controlling 
their charge accounts. He. pointed out 
that many merchants thought that a 
cash basis was the only one on which 
to go in the present time but that this 
was impossible due to the farmer’s lack 
of ready funds. The credit guide, how- 
ever, was made up of the residents of 
a community, and would furnish the 
merchant with accurate information 
which would be of great value in open- 
ing accounts and setting limits on old 
ones, 

H. O. Roberts, the secretary, told how 
the association membership had 
mounted over the 1500 mark and out- 
lined the activities of the association 
for the past and the present year. He 
urged the co-operation with competi- 
tors and close harmony with the other 
merchants. By means of charts he 
illustrated how a store could be rated 
as to its efficiency and gave many valu- 
able hints and suggestions for the im- 
provement of the hardware dealer’s 
present condition. 

The afternoon session was a continu- 
ation of the association activities and 
was opened with a report by C: O. 
Lande on the legal service at the dis- 
posal of the dealers. C. J. Christopher 
of the State office, then ouflined by 
means of charts the proper methods to 
use in keeping books and accounts. 
Mr. Christopher stated that the records 
of any business gave a bird’s eye view 
of it’s condition at all times. The 


association has installed 289 account- 





ing systems in the past year and Mr. 
Christopher’s time is spent in making 
these installations and training the 
clerks. Mr. Christopher emphasized 
the point that a hardware store would 
have to be very small that could not 
afford to have a bookkeeper. The 
salary, which some dealers consider a 
large item, can be saved many times 
over if the dealer will avail himself 
of the help his records give him. 


The Importance of Window Displays 


National Field Service Manager S. R. 
Miles closed the afternoon session with 
a talk on the modern store window. 
Mr. Miles made the most of his op- 
portunities. Furthermore the dealers 
were all very anxious to get all the 
pointers they could, and judging from 
the way they watch their trade maga- 
zines for pictures of window displays 
they are determined to make the hard- 
ware show window not only an attrac- 
tion but a business getter as well. 

Mr. Miles pointed out that the loca- 
tion of a store and its windows are of 
great importance. Good windows mean 
increased sales, greater turnovers and 
greater prestige at less expense. He 
also stressed the importance of interior 
displays and arrangement of merchan- 
dise because the interior of a store of- 
fers so many possibilities of suggestion 
to a prospective customer. Articles 
used around the home should be dis- 
played in places of prominence. They 
not only serve as reminders but their 
sale often leads to sales of other arti- 
cles. Display windows give a customer 
the first impression of a store and its 
owner. If the windows are dirty and 
unattractive they do not draw trade. 
On the other hand a well arranged win- 
dow with attractive displays and price 
cards will do work that the salesman 
would ordinarily have to do. In other 
words, good windows sell merchandise 
as well as establish the reputation of 
the store. 

Displays of various articles were 
then shown. These were displayed 
upon neutral backgrounds a number of 
different color combinations being used. 
(Many valuable suggestions were given 
on the proper methods of decoration 
and display. 

Fred S. Smith, editor of Hardware 
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Trade, was then called upon to ad- 
dress a few words to the convention 
and he emphasized the importance of 
well selected stocks and quick turn. 
overs. M. E. Wyckoff, Western editor 
of HARDWARE AGE then spoke on the 
value of team work in the store and 
community. Special emphasis was 
laid to the merchant’s reading of farm 
papers, not so much to keep abreast 
with the activities of the farmer but 
to get a line on the merchandise which 
was being advertised and which the 
farmer was buying, so that he could 
sell them the same merchandise and 
be in a better position to meet compe- 
tition. 


Cc. A. Casey Speaks 


The Thursday morning session was 
opened by C. H. Casey, Jordan, Minn., 
vice-president of the National Associa- 
tion. His subject was “Ethics in Busi- 
ness.” He said, “that the greatest suc- 
cess is made by the men who are able 
to look past the dollar. “A good repu- 
tation is man’s most valuable asset,” 
said Mr. Casey. He. then stated that 
all dealers should discount their bills. 
He condemned the practice of return- 
ing goods without permission and re- 
fusing to accept shipments, saying 
that, “Modern business has no place 
for the dog in the manger tactics.” He 
cautioned dealers to keep price con- 
siderations as confidential and con- 
demned manufacturers who sold cata- 
log houses and did not sell the re- 
tailer at a price which would enable 
him to compete. He also asked the 
manufacturers to sell “seconds” 
through the regular channels so that 
the dealers could benefit and said that 
some of them were showing an inclina- 
tion to do this. Price reductions 
should also be passed on to the con- 
sumers and he drew attention to vari- 
ous practices of both jobbers and re- 

















L. CO. Peck, president of Wisconsin asso- 
ciation, and President Elmore Hough- 
taling 


tailers which should be remedied, so 
that business could be conducted on a 
four square basis. 


Election of Officers 


Next upon the program came the 
election of officers for the ensuing year. 
These were chosen as follows: 

President, Elmore Houghtaling, Fair- 
mont; vice-president, J. A. Monson, 
Braham. 
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Executive Committee (three years) 
Amos Marckel, Pereham; Henry Hau- 
ser, Minneapolis; Charles F, Ladner, 
St. Cloud (two years); A. D. Peterson, 
Colerane. 

Executive Board for Fire Insurance 
Co. (three years): Charles F. Ladner, 
St. Cloud; Henry Hauser, Minneapolis; 
A. Marckle, Perham (two years); H. 
W. Addison, Marshall. 

Delegates to National convention: H. 
C. Christopherson, West Concord; A. 
L. Steinke, Pipestone; Ed. Juni, Jor- 
dan; Herman Mettfelt, St. Paul; E. C. 
Wohler, Minneapolis; G. Hillerud, Sauk 

















C. H. Casey, vice-president National 
association, and Secretary H. O. 
Roberts, Minneapolis 


Center; J. W. Settergren, Grove City; 
George Herried, Deer River; Oscar 
Holden, Fosston; Harold Johnson, Rush 
City. 

Besides the ten elected as delegates 
to the national convention, ten alter- 
nates were also elected and the execu- 
tive committee will also select more 
delegates so that Minnesota will send 
twenty-eight to Chicago in June. 

L. C. Peck, Berlin, Wis., the presi- 
dent of the Wisconsin association paid 
a visit to the convention, and after be- 
ing asked to make a speech took charge 
of the question box. The dealers were 
genuinely interested in these sessions, 
in fact so much they ran way over the 
lunch hour time. They discussed the 
loaning of tools, the keeping of proper 
records, prices paid to tinners and the 
using of field men for outside and coun- 
try selling. 

R. W. Higgins, treasurer of the 
Kelly-How-Thompson Co., Duluth, 
Minn., spoke on “Credits and Collec- 
tions.” He mentioned briefly the man- 
ner in which credits were determined 
and to what extent this information 
could be utilized. He stated that this 
was an opvortune time for the estab- 
lishment of uniform basis for credit 
sales. He believed that customers gen- 
erally would accept a uniform basis as 
a natural order of events and that deal- 
ers should not charge amounts on their 
books for transactions of less than one 
dollar. He spoke of selling household 
appliances on the installment plan and 
cautioned against too low an initial 
payment. He said that each install- 
ment payment should cover the depre- 
ciation up to that time. He also said, 
“The business goal is the discounting of 
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all bills.” “Failures are due to mer- 
chants’ inability and the real reason 
for failure is in'not paying the inter- 
est. Interest should come out of prof- 
its before expense.” 

He stated that in his twenty years of 
experience that a deserving merchant 
had not been closed up by a jobber. 

He further said that competition was 
going to be so keen that it would be 
necessary to have the closest kind of 
co-operation between the dealer, job- 
ber and manufacturer. As to the out- 
look, he stated that it looked very fa- 
vorable in that jobbing prices from Au- 
gust, 1920 to date had declined 25.2 
per cent while the decline for the year 
1921 was 20 per cent. He further 
stated that no material declines were 
expected and that the recuperative 
powers of the Northwest were so great 
that it would not be a great length 
of time before that district was on its 
feet. He said although the farmer was 
not greatly benefited by the present 
rise in produce yet he was encouraged 
and that was exactly what he needed. 


Terms of Sale 


H. O. Roberts spoke briefly on the 
subject of the retailer’s uniform terms 
of sale and the convention adopted the 
following: “Eight per cent interest 
charged from the 1st if not paid on or 
before the tenth.” “All accounts due 
and payable the first of the month fol- 
lowing purchase.” Mr, Roberts also re- 
ported the results of a questionnaire 
sent out to the association members. 
He had received 542 replies to the 
question of coupons and found that 
only thirty-two dealers were using 
them. In all 622 replied to the ques- 
tionnaire and 418 charged interest on 
overdue accounts. Out of 566 dealers 
there was nearly $6,500.000 charged to 
customers and 364 stated that they had 
over seven hundred thousand that was 
uncollectable. 

Rev. Roy L. Smith of Minneapolis 
closed the session with an address on 
“The High Cost of Low Living.” Rev. 
Smith is an orator of considerable note 
and a rare humorist. The dealers 
laughed heartily with him and they will 
long remember the business-like way in 
which he put his subject across. 
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Thursday night the past presidents 
of the association held a dinner at the 
St. Paul Hotel at which they discussed 
the activities of the association and 
made plans for the coming year. 


The Final Session 


The final session was given over to 
the question box and a talk by S. R. 
Miles on “Less stock, more profit.” 
Mr. Miles showed how price levels had 
traveled in cycles for the past 140 
years and told the merchants to watch 
these cycles so he could guide their 
businesses properly. He stated that it 
was more essential than ever to make 
the dollar do extra duty. In order to do 
this the merchant would have to study 
community conditions, not overestimate 
his requirements or buy more goods 
than necessary. He said many mer- 
chants fail because they fail to keep 
goods in salable condition and keep in- 
complete assortments as well as poorly 
assorted stock. Mr. Miles emphasized 
the importance of keeping stock 
records and careful study of inven- 
tories. 

In the question box session the send- 
ing and ordering of parcel post ship- 
ments direct to the consumer was dis- 
cussed. Stove repairs and their high 
costs also came in for a share of the 
discussion. Many dealers expressed 
the hope that the next convention would 
have more time allotted to the question 
box as they felt it was one of the most 
helpful parts of the program. Much 
time was given over to the discussion of 
freight rates and the dealers were em- 
phatic in their demand that they be 
lowered. 

Resolutions Adopted 


The resolution committee asked for 
the adoption of one cent rate on all 
drop letters for local and rural free de- 
livery. This was referred to the exe- 
cutive committee for action. The work 
of the War Finance Board in loaning 
to the farmers was commended. The 
activity of farm bureaus and farmers 
clubs was also praised. The convention 
went on record as favoring the Great 
Lakes to Ocean waterway and also 
condemned the high freight rates ask- 
ing all members to do their utmost to 
have them lowered. : 
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lowa Dealers Emphasize Value of ‘Turnover 


Importance of Systematic Advertising Also Stressed at 
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Des Moines Convention of Iowa Retail Hard- 
ware Association—Officers Re-Elected 


HE ever-increasing importance of 
increased turnover at the present 
time, the value of systematic ad- 
vertising and the need for optimism and 
real salesmanship were among the sub- 
jects emphasized at the twenty-fourth 
annual convention of the Iowa Retail 
Hardware Association held in Des 
Moines, Feb. 21-24. Resolutions were 
passed and the present officers of the 
organization were re-elected. The ses- 
sions of the convention were held at 
the Savery Hotel and were well at- 
tended. The exhibits were housed in 
the Coliseum and according to reports 
proved satisfactory to all concerned. 


The President’s Address 


Tuesday afternoon saw the formal 
opening of the convention with Presi- 
dent J. B. McCarroll in the chair. The 
president’s annual address was one of 
the first numbers on the program and 
included a survey of the activities of 
the association for the past year. The 
president then spoke of the field service 
which had been conducted under the di- 
rection of Mr. Haas and expressed him- 
self as being pleased with the progress 
which had been made in that depart- 
ment in the year in which it had been 
established. He also stated that a sur- 
vey of the hardware trade of the entire 
State of Iowa was nearing completion 
and that this would undoubtedly be of 
great value. He said plans were being 
made for the holding of group meet- 
ings during the coming year, and spe- 
cial emphasis was put on the installa- 
tion of good accounting systems. 

President McCarroll said that the re- 
tailer had been blamed for most of the 
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high prices and was still being made 
the subject of severe criticism. He 
condemned this attitude, saying that no 
distinction was drawn as to the class 
of retailers and the hardware merchants 
were being forced to suffer unneces- 
sarily. He said that he believed that 
after the real truths were known it 
would be found that the average hard- 
ware merchant was not profiteering and 
had passed his price reductions on to 
his trade just as fast as they had been 
given to him. / 

Attention was also called to the wide 
divergence between the cost of manu- 
facturing and the prices paid by the 
consumer, and the speaker said that he 
could see no reason why this should not 
be lessened. Keen competition was ad- 
vocated in all lines to get business back 
on a normal basis. In closing, he said: 
“Work for small margins and rapid 
turnover. That will keep satisfied cus- 
tomers and will mean quick returns and 
multiplied margins. That means work 
and lots of it, but that is the only way 
out of our present business depression.” 


Planting Buying Ideas 


Perry F. Nichols of the National As- 
sociation then spoke on “Planting Buy- 
ing Ideas.” He emphasized the im- 
portance of advertising at all times and 
showed how continued efforts in that 
line planted the seeds for sales. 

He further stated that “the man 
with the courage and foresight to 
plant buying ideas will reap a fine har- 
vest of sales during this period of 


recuperation. His business will first 
feel the pull of improved conditions—a 
pull that will strengthen as returning 
prosperity becomes more pronounced.” 

“How the Retail Dealer Can Increase 
His Profits” was tie subject of the next 
address by John Gorby, director of re- 
search, Cyclone Fence Co., Waukegan, 
Ill. He outlined the various points of 
present day merchandising that needed 
most consideration and said that close 
attention and skillful use of advertising 
were essential. Dealers should adopt 
more aggressive methods of selling, 
with the distinct understanding that the 
best selling method is one which ren- 
ders the best service to the customer. 
Another important point to be consid- 
ered is turnover. It is to this that the 
retailer must look for his chief soudce of 
profit in a declining market. 

The speaker advocated the cultivation 
of children and said that paying at- 
tention to the youngsters has a most 
satisfactory return in both present and 
future business. The dealers were 
asked to cut out dead lines of stock and 
to keep the merchandise fresh, clean and 
well assorted. The salesmen of a re- 
tail hardware store should be educated 
in the art of advertising in view of the 
fact that they form one of the most 
potent factors in getting the message 
of good merchandise across, said Mr. 
Gorby, and the windows of a store 
should sell merchandise, He particular- 
ly impressed the importance of the ef- 
fect created by good windows on the 
buying public. 
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The Wednesday session was opened 
with the first question box discussion. 
Approximately sixty-five questions had 
been handed in and these had been 
boiled down into general questions. The 
first question was in regard to cash 
business and several of the members 
spoke of their experiences during the 
past year in running a strictly cash 
hardware store. Those who have been 
doing this expressed themselves as be- 
ing satisfied with the returns and 
stated they would not go back to the 
old credit system. Other dealers said 
they were: doing a semi-cash business 
and all seemed to be agreed that it was 
necessary for the present day dealer 
to do as much cash business as possi- 
ble. The credit rating guides were sug- 
gested as a means of reducing charge 
accounts to a minimum and many deal- 
ers spoke of the satisfactory standing 
of their accounts due to the use of this 
system, 


Shapleigh Brings Confidence 


R. W. Shapleigh, president of Shap- 
leigh Hardware Co., St. Louis, Mo., was 
the next speaker to be introduced to 
the convention. He assured the Iowa 
dealers that he came with a message 
of confidence, although business had 
passed through the worst year in the 
last two decades. Mr. Shapleigh asked 
the dealers to make carefulness one of 
their mottoes. Pay closer attention to 
business, he said, look after store ar- 
rangements and be on the alert for bet- 
ter methods of doing business. Follow 
collections more closely and in general 
work harder than ever before. 

He called attention to the narrowing 
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of the difference between the cost of 
manufacture and the price to consum- 
ers, and stated that normal conditions 
were more healthy and greater to be de- 
sired than those which existed in the 
past few years. In closing his speech 
he again assured the dealers that he 
brought them a message of confidence 
and asked them to keep cheerful and to 
go about their businesses with an air 
of confidence and optimism. 
Turnover Discussed 

A. L. Kommers of Antigo, Wis., was 
introduced to the convention under the 
justly famous name of “Turnover Kom- 
mers.” Mr. Kommers has spoken at a 
number of other conventions this year 
and has been pronounced the “hardware 
find” of years. He uses nothing new 
or startling in his method of doing busi- 
ness, but turns over his stock from nine 
to twelve times a year. He said that 
he relied on only two things—his 
friends and his smile. He stated that 
those two assets are the greatest things 
a business man can possess and, fur- 
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thermore, he made no effort to conceal 
the fact that the possession of common 
horse sense is as necessary as anything 
else. 

Dr. C. W. Wassam of the University 
of Iowa then gave the dealers a talk on 
the problems which would present them- 
selves in the new year and outlined a 
number of methods to use in meeting 
them. He said that every dealer would 
have to sell himself to his business, 
his community and his clerks as well. 
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The afternoon session was to have 
been given over to the insurance meet- 
ing, but after re-electing four direc- 
tors to serve another three years, it 
adjourned so the dealers could spend the 
afternoon at the exhibits. 


Hardware Mutual Insurance 


The session Thursday morning 
opened early to take care of the speak- 
ers from the program, which had been 
suspended. L. C. Abbott, president of 
the Iowa Hardware Mutual gave a talk 
on the conditions affecting his company 
as well as those surrounding the aver- 
age hardware retailer. He has had a 
life of activity in the hardware field 
and his utterances are highly respected 
and suught by his associate hardware 
dealers. It is possible in a brief re- 
port of a convention to convey to the 
readers only a small portion of the good 
things that are offered. 

A. R. Sale, secretary of the Mutual, 
read a report covering the activities 
from his office and showed some inter- 
esting comparisons between the stock 
and mutual companies. 

An amendment to article 5 was made 
to read that $10 a day would be allowed 
for a directors’ meeting, instead of $3, 
as formerly was the case. This has to 
be voted on at the next annual meet- 
ing before it can go into effect. 

J. A. Tracy, State fire marshal, 
talked on the ways in which fire risks 
may be reduced and pointed out the dif- 
ferent classes of risks with which his 
office had to deal. He said that the 
dealers would better appreciate the im- 
portance of his work if they knew the 
conditions under which he was operat- 
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Left to right: Frank Lomas, Cresco; J. C. Marshall, Hibbard, Spencer, Bartlett Co., Chicago; George Crane, Mt. Pleasant; 


J. M. Krewson, Bloomfield, and H. F. Glade, Ocheyedan 


ing and closed with a plea that all pos- 
sible co-operation be given. 

Mr. Johnson, secretary of the Iowa 
State Mutual, a farm insurance organ- 
ization, then spoke briefly on the ad- 
vantages of mutual insurance and asked 
the dealers to insure at home. 

After reading the various committee 
reports the insurance meeting was ad- 
journed and the hardware session 
started. H. A. Squibbs of the American 
Steel & Wire Co. was then called upon 
to address the meeting. 

Mr. Squibbs stated briefly that the 
subject of turnover was of the most 
vital importance to the dealer. He also 
said that.success was nine-tenths energy 
and enthusiasm. The dealer was ad- 
vised that he would have to take his 
losses, if he had not already done so, 
and should buy in sufficient quantities. 
He then went on to say that business 
was good if one wanted to make it 
good, and that depression was only a 
state of mind. He said that steel prices 
were back to 1914 levels and were to- 
day as low as manufacturing costs 
would permit. He urged the dealers 
to use common sense and not to stam- 
pede, as faith was needed at the pres- 
ent time. 

The National Retail Hardware Asso- 
ciation sent its message through Vice- 
President C. H. Casey. Mr. Casey has 
visited a number of the conventions in 
the Middle West and extracts from his 
talk on “Four Square Business” have 
been printed in the previous convention 
reports. He brought to the Iowa mer- 
chants the confidence of the national 
organization in the upward trend of 
business and urged them to carry on 
their work upon a foundation of busi- 
ness ethics; in other words, the Golden 
Rule should be their motto. 

A formal report of the national con- 
vention, held last year at Louisville, 
was read by Frank Slaboch, Jr., of 
Tama. 


Benefits of Association Work 


The question of the benefits derived 
by the small-town merchant from as- 
sociation work were discussed, and it 
was agreed that the majority were be- 
ing benefited to a larger degree than 
the merchants of the cities and large 
towns. It was also stated that some 
of the merchants who most needed help 


did not read their trade papers, attend 
their association meeting or take any 
interest in conditions outside of their 
own communities. 

Most of the dealers agreed that they 
were selling on replacement values, and 
it was found that overhead was run- 
ning all the way from 20 per cent up, 
the average being about 23% per cent. 
It was conceded that 2 per cent was 
the proper amount to lay aside for ad- 
vertising. Price variations were also 
discussed and the meeting was then ad- 
journed for lunch. 

The afternoon session opened with 
the question box, and the value of con- 
ventions to small dealers was em- 
phasized. Profits by means of closer 
local organization and community work 
drew a great deal of interest, and many 
novel plans were given where business 
had been improved through those 
means. 

The value of special lines as profit 
makers was then discussed. Each deal- 
er semed to have some particular line 
he desired to push. The following lines 
were mentioned as being highly profit- 
able: Lamps, clocks, china, toys, poul- 
try supplies, storage batteries, outing 
clothing, auto accessories, phonographs, 
paint and willow ware. Each line was 
discussed and some of the volume built 
up on a single line was tremendous. 
Many dealers expressed a desire to try 
some of them when they went home. 

“A Shot in the Arm” was the title 
of an address delivered by Olin Mason 
Caward of Chicago. Mr. Caward, who 
is a forceful speaker, illustrated his 
talk with personal experiences.-~ 

The session was closed by J. L. 
Cameron, vice-president of the Inter- 
national Association of Display Men, 
who talked on the methods used to make 
windows attractive and sales-produc- 
ing. 

Reports of Committees 

The Friday session was the last one 
held, and after a report by Secretary 
A. R. Sale on the activities of the as- 
sociation for the past year had been 
read the various committees delivered 
their respective reports. Mr. Sale had 
made a careful study of conditions in 
the State and his report was of vital 
importance to the dealers. He spoke 
of the installation of accounting sys- 
tems and said that Saunders Norvell 


had emphasized in his article in Harp- 
WARE AGE, Feb. 5, the importance of 
every dealer having a good accounting 
system. 

The committee on resolutions ap- 
proved the Stevens price measure and 
indorsed the American Legion for its 
fight for the relief of disabled soldiers, 
good roads and the jobber’s price serv- 
ice. The committee spoke highly of the 
work accomplished by the field service 
secretary and said it was the retailers’ 
duty to reduce costs and collections, and 
make prompt payments. The passing 
of market declines on to the consumer 
and the pricing of goods based on mar- 
ket prices was also advocated. 


Officers Chosen for 1922 


The officers then were re-elected for 
another year as follows: President 
J. B. McCarroll, Ottumwa; vice-presi- 
dent, C. A. Knutson, Clear Lake; secre- 
tary-treasurer, A. R, Sale, Mason City. 
Directors: G. S. Merriam, Keokuk, 
E. M. Healy, Dubuque; Frank Slabock, 
Tama; G. T. Gadd, Des Moines; Albert 
Bojens, Atlantic, and C. R. Hill, Spirit 
Lake. 

The ladies auxiliary held sessions at 
the same time as the convention, and 
had several things provided for their 
entertainment. They elected as presi- 
dent Mrs. Joseph Mattes, Odebolt; vice- 
president, Mrs. Frank Loomis, Cresco; 
secretary, Mrs. C. A. Knutson, Clear 
Lake and as treasurer they re-elected 
Mrs. J. B. McCarroll of Ottumwa. 


Cleveland Hardware Club Meets 


The Cleveland Hardware Club, Cleve- 
land, Ohio, gave an entertainment for 
its members, their wives and invited 
guests at its club rooms in the Hotel 
Winton, Feb. 24. The program in- 
cluded music, recitations, dancing and 
card playing and was very much en- 
joyed by the 300 guests 

At the recent annual meeting of the 
Cleveland Retail Hardware Association 
the following officers were elected for 
the ensuing year: President, C. J. 
Wehrle; vice-president. L. G. Pfleger; 
treasurer, E. F. Saeltzer; directors, 
H. Hansen, Fred Kunde, J, F. Stone- 
man, E. J. Schroeder. W. L. Creighton, 
J. W. Inches, W. M. Meschler and R. J. 
O’Neil. 
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Service and Prices Discussed at Columbus 


Twenty-eighth Annual Convention of Ohio Hard- 
ware Association Also Debates Farm Problems 


tion and exhibition of the Ohio 
Hardware Association was held 
at the Deshler Hotel, Columbus, Ohio, 
on Feb. 14-17 and from every stand- 
point was one of the best in the his- 
tory of the organization. The at- 


TN twenty-eighth annual conven- 
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tendance was large, the addresses par- 
ticularly helpful and the business ses- 
sions, conducted on the question box 
plan, brought out a lot of useful in- 
formation as to how present day prob- 
lems are being successfully met. 

The business sessions opened on the 
afternoon of Feb. 14, after the conven- 
tion being called to order by President 
Charles Hauck. T. James Fernley, sec- 
retary of the National Hardware As- 
sociation, was the speaker at the open- 
ing session. His subject was “1922 
Co-operation,” and he urged dealers to 
work together for the best interests of 
the trade and to limit competition to 
actual efforts toward better service and 
prices. 

The Business Outlook 


In the evening a' meeting for all the 
members was held and addresses were 
made by Ralph B. Wilson, director of 
service, Babson’s Statistical Organiza- 
tion, and Charles A. Otis, of Otis & 
Co., Cleveland. Mr. Wilson took as his 
subject “The Business Outlook for 
1922” and said that the real test of 
business intelligence is to make money 
in times of depression. Fortunes are 
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made then just as they are made in 
times of general prosperity, but they 
are made by a different class of people. 
Speculators and gamblers accumulate 
money in boom times, because they 
take chances and the chances against 
them are minimized when the market 
in all lines constantly is rising. Men 
with acute business intellect, however, 
make fortunes in times of business de- 
pression. 

Mr. Otis spoke upon “The Relation 
of Investments to Business.” He at- 
tacked the proposal to pay a soldier 
bonus without knowing where the 
money to pay it was coming from. He 
said that the people of this country 
must not let a bill be put through until 
they know how they are going to pay 
a bonus. The floating of a new series 
of Government bonds, in his opinion, 
would lower the price of Liberty Bonds 
and would affect business generally in 
an unfavorable manner. The majority 
of us are now getting back to a sen- 
sible idea of economy. Real prosperity 
will be with us in eighteen months or 
thereabouts and better business will be 
on the way in the meantime. 


Reports of Officers 


Wednesday mornings’ session was 
taken up with the reports of the offi- 
cers and an address by W. H. Ratten- 
bury, vice-president, Landers, Frary & 
Clark, New Britain, Conn., on “Slum- 
bering Profits.” A question box discus- 
sion on “Credits and Collections” was 
lead by W. C. DeWeese, Delphos Hard- 
ware Co., Delphos, Ohio, and F. E. 
Strong, Battle Creek, Mich., a member 
of the board of governors of the Na- 
tional Association, told from his own 
experiences how to run a successful 
hardware store. 


Following Market Declines 


Thursday mornings’ session was one 
of the most interesting of the conven- 
tion. Albert Zettler, Columbus, led in 
a discussion of the subject “Following 
Market Declines.” During the discus- 
sion it was brought out that a ma- 
jority of the dealers are following the 
market very closely and many of them 
are making special efforts to find out 
about declining prices. 

Mr. Zettler regretted that there were 
still a few old style hardware dealers 
who do not understand that the only 
excuse they have for being in business 
is the service they render the com- 
munity. He pointed out the great 
danger of dealers anticipating declines 
and marking their goods down on ru- 


mors. He gave concrete illustrations of 
what might happen in this connection 
if dealers are not sure of their ground. 
During the discussion, many dealers 
were of the opinion that some manu- 
facturers were not making the reduc- 
tions they should. On the whole the 
general opinion of the meeting was 
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that hardware prices have been liqui- 
dated better’than in any other business. 

“The Implement Business for 1922” 
was the subject of a question box dis- 
cussion led by Stanley Sellers, Lebanon, 
Ohio, vice-president of the National 
Federation of Implement Dealers. Mr. 
Sellers said that 66 per cent of the 
members of the Ohio Hardware Asso- 
ciation handle implements and quite a 
number of these dealers admitted that 
they had made money out of the busi- 
ness. 

Referring to the sentiment for co- 
operative buying that has sprung up 
among the farmers during the past few 
years, Mr. Sellers stated that he 
thought the plan was an impracticable 
one, and added that if the hardware 
dealer sells himself to the community, 
there will be very little need of co- 
operative buying. The aims of the 
Ohio Implement Association were dis- 
cussed and some of the results of its 
work were given. A number of mem- 
bers discussing the implement business 
thought implements were very good 
things to handle in connection with 
their hardware business, as it was their 
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experience that where implements were 
handled they usually were able to get 
the general hardware business of the 
farming community. 

A question was asked as to who is 
going to finance the farmer in 1922. 
The implement dealer, the banks and 
the farmer himself will all have to do 
their share in the opinion of many 
dealers present. 


Amalgamation Discussed 


The question of the amalgamation of 
the Ohio Hardware Association and 
the Ohio Implement Association came 
up at this meeting, but no concrete re- 
sults were obtained. Many advantages 
were to be gained by such an amalga- 
mation according to the opinion of a 
number of dealers present. 

James Albert Miller, delivered an ad- 
dress at this session on “Better Ac- 
counting.” Mr. Miller was extremely 
gratified to know that some dealers had 
made money in the implement business. 
He wished to know, however, how the 
dealer knew that he was making 
money. His experience showed that very 
often a hardware dealer gave up a 
profitable line owing to his lack of 
knowledge regarding the proper dis- 
tribution of costs. He asked how many 
men balanced their goods and how 
many audited their inventories, and 
said that goods must be balanced as 
well as cash. The farmer must be 
taught to keep a definite statement of 
his affairs, if he is going to secure 
credit on which to run his business. 
The dealers must know what depart- 
ments of their business are paying so 
that they may get rid of their dead 
stock. The only possible way to do this, 
in his opinion, was by means of a 
proper system of accounting by which 
the dealer would be able to properly 
distribute his costs over the different 
departments. 


Building on the Increase 


James A. Devine, secretary of the 
Ohio Building Association League, told 
the dealers that 40,000 homes would be 
built in the state during the first six 
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months of this year, entailing an ex- 
penditure of $160,000,000. Of this 
amount a minimum of $10,000,000 
would be spent with the hardware deal- 
ers. He said there were 170,000 homes 
needed in Ohio in order to house every- 
one properly. The building reports for 
January and the early part of Feb- 
ruary indicated that five times as many 
homes were being built this year as 
were being erected at the same time 
last year. The building associations of 
the state finance 90 per cent of the 
residential building and these institu- 
tions must be prepared to loan at least 
$80,000,000 during the next six months. 
He urged the hardware men to aid in 
getting money into institutions which 
cater to home financing. 

On Friday morning, Mrs. J. O. Wyle, 
of Bethany, Ohio, led the question box 
on “What a Woman Can Do in a Hard- 
ware Store,” followed by a general dis- 
cussion. 

Election of Officers 


The report of the nominating com- 
mittee, the committee on resolutions 
and the memorial committee were also 
submitted and approved, following 
which the convention adjourned. 

A strong slate of officers was elected 
for the coming year. Miles J. Watson, 
Oberlin, Ohio, was elected president 
and Charles Martin of Lancaster, was 
chosen as vice-president. James B. 
Carson and John F. Baker, both of 
Dayton, were re-elected to the offices of 
secretary and treasurer respectively. 
Four directors elected for two years 
were C. L. Gwaltney, Lorland; C. L. 
Crooks, Van Wert. C. A. Tope, Car- 
rolton, and R. E. Ward, Andover. 

The selection of the city for the next 
convention will be made at a later date 
by the board of directors. Cleveland 
and Toledo both invited the association 
to meet in their city next year. 

While the convention was primarily 
of a business nature the entertainment 
features were of a high order. On 
Tuesday evening the ladies were guests 
of the local committee at a local thea- 
ter and later at an entertainment in 
the ballroom of the Deshler Hotel. On 
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Wednesday afternoon the ladies were 
guests of the Columbus members at an 
afternoon tea and in the evening a 
ball for all the members and ladies was 
held at the hotel. The annual theater 
party was held at Keith’s on Thursday 
evening. Many impromptu dinners 
were also ‘staged during the sessions, 


The Exhibition 


The exhibition this year held in Me- 
morial Hall, was one of the best in the 
association’s history. The hall was 
completely filled by the exhibitors and 
Secretary Carson stated that many 
manufacturers were unable to secure 
space. Many new items were shown 
and a visit to the exhibition showed 
that styles change in hardware as, well 
as in fashions of dress, Labor and time- 
saving devices for the housewife were 
particularly in evidence and stove and 
heating equipment manufacturers were 
on hand in force. Economical house- 
keeping devices were also displayed. 
Many manufacturers reported the or- 
ders placed with them as being highly 
satisfactory and taking it as a whole, 
the exhibition was probably the best 
conducted by the association in the 
twenty-eight years it has been in ex- 
istence. 





Three Hundred at Boosters’ 


Smoker 


Nearly three hundred dealers, job- 
bers and salesmen attended the smoker 
of the New York Hardware Boosters at 
Terrace Garden, Fifty-eighth Street, 
between Third and Lexington Avenues, 
March 8. W. J. Graham acted as offi- 
cial announcer and C. C. Dietrich, 
chairman of the entertainment com- 
mittee, had charge of the entertain- 
ment features. R. W. Scobell, chief 
Booster, made a short talk about the 
activities of the Boosters, and stated 
that it was the organization’s purpose 
to co-operate with the metropolitan 
trade in every way possible. A number 
of novelty entertainment features were 
given and several prizes distributed. 


0 





Coming Hardware Conventions 





SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, 
La., April 18, 19, 20, 21, 1922. Head- 


quarters, St. Charles Hotel. John 
Donnan, _ secretary-treasurer, Rich- 
mond, Va. 


AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary-treasurer, 4106 Woolworth 
Building, New York City. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 





SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 


CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 


AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 
1922. Headquarters, Hotel Washing- 


ton. A. H. Chamberlain, secretary- 

treasurer, Marbridge Building, Thirty- 

noha Street and Broadway, New York 
ity. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia, Feb. 12, 13, 14, 15, 16, 1923. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 
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Virginians Approve Co-operation of Jobbers 


Group Meetings and Insurance Also Touched Upon 
at Roanoke Convention of Virginia Retail 
Hardware Association 


jobbers, mutual fire insurance and 

group meetings were among the 
subjects discussed at the third annual 
convention of the Virginia Retail Hard- 
ware Association, which was held at 
Roanoke, Feb. 15-17. 

J. T. Graves of the Graves, Hum- 
phrey Hardware Co., Roanoke, presi- 
dent of the association, opened up 
promptly at scheduled time and the 


(others, mata on the part of the 


better care of and more time would be 
given to the thought of how to make 
those dollars multiply themselves. Mr. 
Cassell said merchants should quit 
grumbling about what the mail-order 
houses are doing and use the time for 
improving their own businesses. Many 
other points were covered in this talk 
which made a deep impression on the 
merchants. 


Secretary - Treasurer Thomas B. 


closer together in fellowship and in the 
exchanging of ideas. 

The presidents of the various groups 
were as follows: J. F. Small, Tidewater 
group; Q. A. Eller, Southwest group; 
C. W. Vaughan, Central group; W. H. 
Hawkins, Valley group; S. E. Rice, 
Monticello group; C, I. Fuller, Clinch 
Valley group. 

These talks were followed by several 
announcements. One of these was to 

















Members of the Virginia Retail Hardware Association who attended the third annual convention,,Roanoke, Feb. 15-17 


ball started rolling by the singing of 
“America” followed by convocation, 
after which several community songs 
were sung, led by Rivers Peterson 
from the national association. By this 
singing much life and enthusiasm was 
injected into the members. 

R. H. Angell, vice-mayor of Roanoke, 
gave a welcoming address. Guy W. 
Hamilton, Hamilton, Cook Hardware 
Co., Waynesboro, and vice-president of 
the association, responded. 


Stagnation in Business 


The address of the morning, “The 
Unpardonable Sin,” was delivered by 
Frank Cassell of the Belknap Hard- 
ware & Manufaturing Co. Mr. Cassell 
said that the unpardonable sin was 
“stagnation in business,” and the man 
who commits it is the merchant who is 
satisfied with himself, satisfied with his 
salesforce, his store and the amount of 
trade he gets. He also brought out the 
fact that if a merchant could be made 
to visualize his stock on the shelves 
as dollars and cents it would be taken 


Howell of Howell Bros., Richmond, then 
showed the association just what had 
been accomplished with the paint reso- 
lution passed at the 1921 convention in 
Petersburg. This had been drafted in- 
to a law which the committee has been 
successful in getting passed. W. T. 
Pace of Franklin, Guy W. Hamilton of 
Waynesboro, W. H. Hawkins of Har- 
risonburg received a rising vote of 
thanks for their untiring efforts in 
getting this bill through. 

The afternoon session opened with 
a thirty-minute discussion on “Should 
the jobber compete with his cus- 
tomer?” This discussion was entered 
into by merchants from all over the 
State many of whom cited instances 
where their jobber had been their com- 
petitor. This was a very interesting 
subject and was led by J. A. Cottrell, 
secretary of the Southwest group, 
Wytheville, Va. Following this were 
several five-minute talks by the group 
meeting presidents. They told what 
their groups had accomplished by these 
meetings in bringing the merchants 


the effect that the membership and 
those attending the convention, includ- 
ing the traveling men, would be sup- 
plied with tickets to a, theater party 
which was being given at the Roanoke 
Theater. This proved to be an excel- 
lent entertainment and was enjoyed by 
all. 


Question Box Discussion 


The Thursday session opened with 
community singing followed by the 
question box, led by Guy W. Hamilton 
of Waynesboro. The subject was “The 
best method of encouraging salesmen 
to sell more goods,” and a large num- 
ber participated in offering their views. 
The consensus of opinion was that the 
salesman must be made to feel that 
he is a part of the firm by which he is 
employed; that he must be given time 
in which to build up a call trade and 
that duties should be placed upon him 
and it bé understood that he will be held 
responsible for their accomplishment. 

“Keep your salesman full of enthu- 
siasm;” was a suggestion from one man, 
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who said: “If you have a salesman who 
is not fired with enthusiasm and shows 
no desire to be so, you should fire him 
with enthusiasm and give another man 
who wants to succeed a chance.” 
Another stated that a salesman should 
be taught to have confidence in himself, 
and by so doing the customer will have 
more confidence in him and his judg- 
ment will be relied upon. This can be 
accomplished only by the ‘salesman 
knowing the stock and the business. 


Address of President J. T. Graves 


Following the question box, Presi- 
dent J. T. Graves made a report for 
the year as follows: 

“As we have drawn back the curtain 
and passed over the threshold of 
another year, let us close the curtain 
except as we may profit by the exper- 
ience had during that year. 

“We do not believe that the adjust- 
ment period is at an end, and our ad- 
vice would be to buy cautiously, only 
keep your stocks in good shape, buy 
with real judgment and buy often until 
you are satisfied that the lowest prices 
have been reached. We would not, how- 
ever, have you to be too pessimistic. 

“The February issue of the Manufac- 
turers’ Record says that $1,000,000,000 
of contract work was projected in 
the South in 1921, and the year 1922 


W. T. Pace, 
Franklin, 
chairman legis- 
lative committee 





Thomas B. Howell, 
Richmond, 
secretary-treasurer 





will show a greater total. This condi- 
tion existed despite the condition under 
which business was laboring, the ham- 
pering restrictions of credits and the 
exorbitant freight rates in proportion 
to the different prices of farm and fac- 
tory products. 

“The South, as in times past, has 
fought its way upward to the mountain 
tops of prosperity, with about 6 per 
cent of the world’s population and 6 
per cent of the world’s land area. This 
country of ours has one-third or more 
of the world’s accumulated wealth. It 


Leviathan Will Be Painted at 
Boston 


The Boston Globe in a despatch from 
Washington announces that the famous 
ship Leviathan will be reconditioned by 
the Newport News Shipbuilding & Dry 
dock Co. at a cost of $8,109,000. She 
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is producing one-half of the world’s 
coal, iron and steel, and two-thirds of 
the world’s cotton; three-fourths of the 


Retiring President 
J. T. Graves, 
Roanoke 








President 
Guy W. Hamilton, 
Waynesboro 





world’s sulphur, and 85 per cent of the 
world’s naval stores; the bulk of the 
world’s phosphate, and 70 per cent of 
the world’s petroleum. It has 40 per 
cent or more of the world’s railroad 
mileage and over 40 per cent of the 
world’s gold supply. 

“Yet our people, possessed with such 
resources beyond the ability of the 
human mind to comprehend, are suffer- 
ing from business and mental condi- 
tions because of a false financial man- 
agement to check the flow of life-giving 
credit. We have permitted pessimism 
to conquer our optimism. 

“In this great empire of possibilities, 
practically composed of 48 countries, 
trading with one another, there is room 
for expansion, room for profitable 
business, room for employment of every 
man and woman in the country, even 
though we did not have any foreign 
trade. We have a foundation on which 
te build a prosperity such as this world 
has never known. Our railroads must 
be rebuilt as a cost of many billions 
of dollars, our highways must be ex- 
tended at a cost of billions of dollars, 
our water power utilized, a million or 
more homes must be built as rapidly 
as possible to meet the incessant de- 
mands. Hotels, schools, office buildings 
and constructions of every kind are 
needed. Here is a field for occupation 
beyond the power of the human mind 
to grasp. With the progress that has 
been made and the resources awaiting 
development, 1922 should, and we think 
will, inevitably cause a sure and safe 
foundation in which to build for the 
future.” 


The Secretary’s Report 


Secretary - Treasurer Thomas B. 
Howell then delivered his report which 





will then steam to the Boston Navy 
Yard where she will go into dry dock 
to have her hull painted at a cost of 
$191,000. 

Those who have seen the world’s 
greatest film, “Paint and Varnish,” as 
produced by the National Save the Sur- 
face Campaign Committee, will recall 
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showed an increase in membership from 
370 to 457, and also showed an increase 
in hardware fire insurance. It was an- 
nounced that $2,374.70 had been re. 
covered from the railroads for over- 
charges and that $1,188.39 of this had 
been returned to the members. 

Group meetings in the various locali- 
ties were also touched upon and the 
work accomplished by these “get-to- 
gethers” was highly commended. An- 
nouncement was made that a number of 
jobbers had gone on record to the effect 
that they would co-operate with the 
association to the utmost and would 
only sell to licensed merchants. 

The principal objectives for 1922 were 
held to be obtaining price information 
service, greater development of group 
meetings and an intensive use of the 
service furnished by the National Re- 
tail Hardware Association. 

An address by Judge C. A. Woodrum 
on “Co-operation and Community 
Building” followed. Judge Woodrum 
brought out in his talk that you must 
love your business, your city and your 
country if you would be a successful 
merchant and citizen. He then went on 
to tell ways in which city-building and 
community-building may be advanced. 


C. W. Vaughan, 
Richmond 





W. T. Tillar 
Emporia 





The afternoon program was one of 
great importance as it contained some 
real facts that the merchants needed. 
The first was a question box led by Guy 
W. Hamilton on “Overhead Costs.” 
This is a subject that was of vital im- 
portance to all as Mr. Hamilton 
brought out some facts that the aver- 
age merchant would overlook. This 
discussion was entered into by a num- 
ber of other merchants. Following Mr. 
Hamilton’s talk was an illustrated talk 
by Rivers Peterson, editor of the Na- 
tional Hardware Bulletin. His talk was 
on “Idle Dollars.” Mr. Peterson brought 
out in his talk how to use idle dollars 
to advantage by buying, that a quick 
turnover may be realized. 


having seen a photograph of the Levia- 
than at her dock in a terrible condition. 

When one prominent manufacturer 
noticed the Washington news despatch 
about the prospective painting of the 
Leviathan, he wrote to Save the Surface 
Campaign headquarters “Look what 
the film has went and done.” 
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Sales Tax Issue in Soldiers’ Bonus F ight 


Congressional Committees Unable to Suggest. Sat- 


isfactory Revenue Sources— Agricultural 


Bloc Solidly Against Sales Tax 


WASHINGTON, March 6, 1922. 


ITH the business men of the 
country lined up _ solidly 
against a soldiers’ bonus to be 
paid in cash, with the agricultural bloc 
in both houses prepared to make a last- 
ditch fight against a sales tax, and with 
a hundred individual industries on the 
qui vive to oppose any special impost 
that Congress may threaten to place 
upon their products, the outlook fully 
justifies Congressional leaders in side- 
tracking the entire bonus project, for 
the time being, at least. Much back- 
ing and filling is being indulged in at 
this writing, however, and while new 
schemes are proposed each day only to 
be abandoned the next, the final deter- 
mination of this perplexing question 
is not looked for in the near future. 
Throughout the campaign waged by 
the friends of a soldiers’ bonus, the 
sales tax has been the chief storm cen- 
ter. This is due not so much to the fact 
that a small impost upon sales of all 
commodities has appeared to be the 
best way by which to obtain funds, as 
that the advocates of the sales tax as 
a popular method of raising money for 
all purposes, have sought to utilize the 
bonus emergency to secure the neces- 
sary legislation to give the sales tax 
a thorough test. — 


Farm Bloc Fights Sales Tax 


There can be no doubt that Congress 
would at least have authorized an ex- 
periment in imposing and collecting a 
sales tax but for the determined op- 
position of the agricultural bloc. This 
contingent in Congress has tasted blood 





By W. L. CROUNSE 


more than once during the present 
session, and has contracted the habit 
of speaking with great frankness con- 
cerning legislation which Congress 
must or must not enact. 

When the agricultural bloc was first 
formed, its members deprecated any 
suggestion that it was a sure-enough 
“organization.” They declared it was 
merely an “association” of certain 
senators and representatives having 
“common aims” as to current legisla- 
tion. 

Now the mask is off. The organiza- 
tion is air tight and everybody knows 
it. The allegiance of its members to 
the agricultural bloc is as definite and 
unequivocal as to the American flag. 

Both the Republican and Democratic 
members of this amazing contingent 
have put loyalty to the bloc far in 
advance of partisanship, with the result 
that party discipline in Congress, and 
especially in the Senate, is a thing of 
the past. We have the bloc to thank 
for the fact that the Republican or- 
ganization in both Senate and House 
is almost powerless to put through its 
legislative program. 


Only Pro-Farmer Legislation Enacted 


The only important legislation en- 
acted since Congress convened last 
spring, with the single exception of the 
Internal Revenue Revision law, has 
been a batch of bills incubated and 
hatched under the sheltering wings of 
the farm bloc. Legislation of impor- 
tance to the general business community 
or to special interests not engaged in 
tilling the soil has been sidetracked 


or otherwise neglected. A bill grant- 
ing the farmers unprecedentedly high 
rates of duty on their products was 
jammed through both houses as an 
emergency measure early in the pres- 
ent Congress, but the farmers having 
thus obtained all they want, the gen- 
eral tariff bill has been permitted to 
languish more than fourteen months in 
the Ways and Means and Finance Com- 
mittees. 

Anyone who thinks the farm bloc in 
Congress is not a cast-iron organiza- 
tion, but merely a loose association of 
senators and representatives having 2 
common aim, should have attended the 
formal meeting of the Senate bloc last 
week when a successor was chosen to 
Chairman Kenyon who was recently 
elevated to the Federal bench by Presi- 
dent Harding. No better organized 
body of men ever met under the Capitol 
dome, nor has any national political 
convention witnessed a more expert 
handling of the steam roller. 

After the briefest possible discussion, 
Senator Capper, of Kansas, was elected 
to fill the vacancy caused by Senator 
Kenyon’s elevation, the ballot being 
absolutely unanimous. 

The farm bloc does not need to util- 
ize the so-called “unit rule.” It does 
everything unanimously. A crowd that 
is always unanimous is a hard bunch 
to beat. 


Dickinson Drops Into Poetry 


Lest we forget where the bloc stands 
on the sales tax, Representative L. J. 
Dickinson of Iowa, chief bugler of the 
House wing of the bloc, made an ad- 
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dress before the City Club of Washing- 
ton last week, partly in rhyme and 
partly in prose. After asserting that 
“agriculture is entitled to a seat in the 
inner council chamber” and that the 
bloc’s program will be pressed “until 
farming is placed on a par with indus- 
try,” Mr. Dickinson closed his jingle 
with this choice couplet: 

“The farmers don’t get satisfaction 

From the Grand Old Party’s action 

So they’ve got the party guessing 

by an agricultural bloc.” 

There was more versification in the 
early part of Mr. Dickinson’s address, 
including mention of the “stubborn 
western flock” which had “blocked a 
robber tariff by the same farm bloc.” 
From this, it would appear that the 
farm contingent in Congress is willing 
to assume responsibility for the failure 
of the House and Senate to pass a 
general tariff bill. 

Taking up the sales tax, Mr. Dickin- 
son went after it without gloves. The 
Sixteenth Amendment to the Constitu- 
tion, he said, made income the basis 
of Federal taxation, but now the “profit 
producers” have a definite program to 
“transfer the war burden to the ordi- 
nary necessities of life.” 


Would Re-enact Excess Profits Tax 


“This transfer,” he said, “means the 
release of profits from a future tax 
burden and the imposition of this 
burden on the bread, butter and cloth- 
ing of the ordinary individual. But 
the dangerous part of the program is 
that the camel is getting his nose under 
the tent. Once the sales tax is estab- 
lished, the purpose will be to raise the 
rate and the revenue secured thereby 
and to decrease the taxation on profits. 

“Can this Government afford to 
transfer the burdens of war from the 
profits of the few who can afford to 
pay, many of whom secured their 
wealth from war profits, to the backs 
of the masses now struggling to keep 
body and soul together? I vote em- 
phatically NO.” 

The main purpose of the bloc, Repre- 
sentative Dickinson said, is to put over 
“a national economic program involv- 
ing the food, clothing, happiness and 
welfare of our entire population.” 

No one will quarrel with the bloc’s 
program as a general project, but a 
good many senators and representa- 
tives are disposed to feel that a con- 
tingent consisting exclusively of self- 
proclaimed champions of the farmer 
are hardly the best judges as to what 
is “good for the happiness and welfare 
of our entire population.” 


Business Men Against Bonus 


Getting back to the soldiers’ bonus 
problem, it is interesting to note the 
attitude of the business men of the 
country in opposition to a cash bonus 
as reflected in the referendum vote of 
the membership of the Chamber of 
Commerce of the United States, an- 
nounced during the past week. A two- 
thirds’ majority of votes cast is neces- 
sary to commit the Chamber, but in this 
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case the vote against the bonus was 
72 per cent. 

The propositions submitted and the 
vote on each were as follows: 

1. Do you favor a national system 
of reclamation to be initiated through 
adequate federal appropriations and to 
be carried out for the purpose of af- 
fording ex-service men an opportunity 
to cultivate the soil? 

For: 1249 Against: 452 Carried 

2. Do you favor national legislation 
and appropriations to enable ex-service 
men to build homes? 

For: 1022 Against: 668 No Decision 

8. Do you favor national legislation 
and appropriations to enable ex-service 
men to obtain vocational education? 
For: 1378 Against: 316 Carried 

4. Do you favor national legislation 
for a general bonus, whether paid in 
cash immediately, or with payment de- 
ferred through use of certificates? 
For: 467. Against: 1221. Opposed 


A Comprehensive Referendum 


Votes were cast by business organiza- 
tions in 375 cities, forty-six states, in 
the District of Columbia, Alaska and 
Hawaii, and by American Chambers of 
Commerce in Cuba and Mexico. Both 
classes of the National Chamber’s 
membership, local chambers of com- 
merce and trade associations, recorded 
themselves against the bonus by a more 
than two-thirds majority. 

Of the thirty-eight referenda that 
have been taken by the Chamber, the 
number of organizations voting against 
the bonus was the largest recorded, 
with the exception of three. More than 
the average number of smaller organ- 
izations cast ballots. 

“For the past two years,” says Elliot 
F. Goodwin, resident vice-president ot 
the Chamber, “the National Chamber 
has advocated adequate provision and 
care for mentally or physically disabled 
veterans and after that constructive 
measures for healthy, uninjured vet- 
erans, such provisions to include voca- 
tional training, home building and land 
settlement aid. The statement was 
made by veteran organization leaders 
that the bonus measure was not under- 
stood, but that once explained the pre- 
vious action taken at our annual meet- 
ings would be overwhelmingly reversed 
with respect to the cash bonus. 


A Fair and Square Test 


“With a desire to be perfectly fair 
and to be made aware of any change 
in public sentiment, if a change there 
had been, we submitted the matter to 
a referendum. Arguments that have 
been made on both sides of each ques- 
tion were presented in detail to insure 
study and comparison by the Chamber’s 
membership. The fairness of the pres- 
entation was attested by the Com- 
mander of the American Legion. 

“The full test has now been made. 
The complete results are now evident. 
The vote was widely distributed. It is 
apparent that the more fairly the bonus 
question has been studied, the greater 
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has been the reaction against a cash 
payment. 

“The more vigorously the proponents 
of the bonus have presented the view 
that the country demanded a govern- 
ment bonus, the more voluminous have 
become the protests against it. The 
referendum vote was larger than the 
vote cast at our annual meetings. The 
result is more decisive.. 

“Adequate relief for the disabled still 
remains the first step in the National 
Chamber’s program. A present ex- 
penditure of more than $1,000,000 a 
day for disabled men is evidence of the 
desire of the people that those veterans 
who suffered physical or mental im- 
pairment shall be cared for adequately 
until returned to a life of usefulness 
and independence. Beyond that point. 
the National Chamber will continue to 
advocate legislation for the benefit of 
the healthy uninjured veterans which 
will include opportunities for voca- 
tional training and land settlement aid, 
constructive measures which are best 
calculated to make every ex-service 
man an independent, self-respecting 
member of his community.” 


Decree Is “New Bill of Rights” 


Attorney General Daugherty has 
been the recipient of many congratula- 
tions over the decree recently entered 
in the United States Court for the 
Southern District of New York emanci- 
pating the building industry from the 
restrictions long imposed by labor 
unions and certain contractors’ associ- 
ations. This decree, it is believed here, 
will ultimately solve the housing prob- 
lem and liberate the public from the 
clutches of unprincipled builders, con- 
tractors and labor organizations. 

“This decree,” Mr. Daugherty said in 
a statement issued at the Department 
of Justice, “constitutes a new bill of 
rights for the home builder, the rent 
payer, the manufacturer and the busi- 
ness man who wants to build.” 

The decree lays down and adopts 
four basic principles which were sum- 
marized by the Attorney General as 
follows: 

Four Golden Rules 


First. There is to be no limit to 
the productive capacity of the individ- 
ual workman within the working day 
or any other given time. 

Second. There is to be no limit upon 
the right of the employer to purchase 
his materials wherever and whenever 
and from whomever he may choose, 
whether those materials be union made 
or otherwise. 

Third. There is to be no favoritism 
shown by organized labor toward em- 
ployers or trade associations or con- 
tractors’ associations and no discrimi- 
nations are to be indulged in against 
the independent employer who may not 
be a member of such an association. 

Fourth. The labor organization is 
not to be used or permit itself to be 
used by material men or contractors 
or subcontractors as an instrument for 
the collection of debts or enforcement 
of the payment of alleged claims. 
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In commenting upon this decree, Mr. 
Daugherty says: 

“The first of these principles is di- 
rected against the vicious practice 
which is more or less an outgrowth of 
the cost-plus system which prevailed 
during the war period. Various local 
unions of this and other labor organ- 
izations have from time to time tacitly 
and often openly limited their men in 
the quantity of the work to be per- 
formed by them within a given time. 
Some locals have enforced the rule that 
a bricklayer must lay only so many 
bricks an hour or a mason set only a 
certain quantity of stone a day. 


Labor Not a Commodity 


“Labor has for years contended that 
it is not a commodity and not to be 
regarded as a commodity. That prin- 
ciple has now been incorporated in our 
basic law and is recognized and ex- 
pressed in the first sentence of the 
Clayton Act. In line with that prin- 
ciple a laborer is a human being and 
human beings are capable of inherent 
and individual productive capacities in 
time, quantity and quality of work. 

“The ambitious workman must be 
given a full and ample opportunity. He 
must not be reduced to the level of his 
most inferior co-worker. This decree 
in spirit is in hearty sympathy with all 
the laudable aims and ambition and 
with the progress which has been made 
by labor unions. It is directed against 
the abuses that have inevitably grown 
up. Nothing in the decree prohibits 
the regulation of the hours or condi- 
tions of labor. 

“The second is directed against the 
various discriminations whch have been 
indulged in by labor organizations en- 
gaged in the building trades whereby 
they sought to restrict a builder from 
purchasing and importing the finished 
materials from the sources of their 
production. The effect upon the com- 
munity of any such restrictions can be 
readily imagined. They constitute un- 
doubtedly one of the most potent fac- 
tors for the high cost of building, the 
consequent shortage of housing and the 
enormous increases in rent that have 
obtained during and since the war 
period. 


Associations Leagued with Unions 


“The third is directed against a 
series of nation-wide abuses which 
have assumed various forms and 
aspects in the relations between or- 
ganized labor and trade associations. 
Innumerable instances have been found 
in the various building trades where, in 
consideration of some bonus or other 
inducement offered to the labor organ- 
ization, the latter would in turn agree 
to grant a preference or to furnish 
some co-operation to the trade associ- 
ation member as against his inde- 
pendent competitor. 

“The inevitable effect was not only 
to eliminate all competition in the field 
involved but of necessity to increase 
the number of unemployed and strictly 
to create an unlimited monopoly in the 
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hands of these trade associations. An 
independent dealer in any one of these 
building trades found it impossible to 
develop his business because these as- 
sociations had first and oftentimes ex- 
clusive call upon the local unions. 

“Tt is manifest that such a state of 
affairs is likewise one of the most 
petent factors in the exorbitant prices 
that have prevailed in building and re- 
lated materials all of which have 
tended to create and continue the acute 
shortage of housing in every large city 
in the land. 

“The fourth strikes at what has like- 
wise become a general practice for con- 
tractors and builders to use labor 
unions as an instrument for the col- 
lection of their debts.” 

The officials of the Department of 
Justice are greatly pleased that this 
satisfactory outcome should have been 
obtained without indicting and prose- 
cuting a large number of persons who 
have violated both letter and spirit of 
the laws in question. The promulga- 
tion of the new decree is counted upon 
to work a great reform without indi- 
vidual hardship. 


President Urges Ship Subsidy Bill 


As the result of President Harding’s 
determination to do everything possible 
to maintain the American merchant 
marine on a business footing without 
involving the Federal Government in 
the actual ownership and operation of 
merchant vessels, a bill has been in- 
troduced in the Senate and House pro- 
viding a ship subsidy estimated to ap- 
proximate $32,000,000 annually to be 
provided for principally by the diver- 
sion of 10 per cent of the nation’s cus- 
toms receipts. This measure has been 
prepared by the Shipping Board and 
was indorsed by President Harding in 
a message read last Tuesday before a 
joint session of both houses. 

The bill, which has been introduced 
in the Senate by Chairman Jones of 
the Commerce Committee and in the 
House by Chairman Greene of the 
Merchant Marine Committee, author- 
izes the creation of a “construction loan 
fund” to be administered by the Ship- 
ping Board and to be derived from the 
sale of its vessels in addition to operat- 
ing revenues; requires that no more 
than 50 per cent of the number of 
aliens admissable to this country shall 
be transported in foreign bottoms, and 
authorizes the payment of an addi- 
tional month’s pay annually to officers 
and men of the merchant marine who 
shall enlist in the merchant marine 
naval reserve, which the bill establishes 
as a component part of the reserve 
forces of the United States Navy. 


Shipping Board to Sell Vessels 


By amendment of section 5 of the 
Merchant Marine Act of 1920, the 
Shipping Board is authorized and di- 
rected to sell its ships, as soon as prac- 
ticable and consistent with good busi- 
ness methods, to citizens of the United 
States. 

The base subsidy rate provided for 
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all vessels, either sailing or power 
driven, of 1500 gross tons or more, re- 
gardless of speed, is “one-half of one 
cent per gross ship ton per 100 nautical 
miles traveled.” All power-driven 
vessels between that tonnage and 5000 
tons gross would receive the rate ap- 
plying to the latter displacement. For 
vessels capable of a speed of 13 knots 
or more additional allowances would te 
provided, ranging from two-tenths of 
one cent to 2 1/10 cents for vessels with 
a speed of 23 knots or more. 

The Shipping Board would be au- 
thorized to increase these rates up to 
double their amount whenever it shall 
determine that the base rate is in- 
sufficient to induce the operation of 
lines where the establishment and 
maintenance of service is considered 
necessary to “promote the nation’s wel- 
fare.” Similarly, it would be per- 
mitted to reduce the base rate under 
special circumstances where it was con- 
sidered desirable. 


Government to Share in Profits 


The bill provides also that where net 
operating income derived by an owner 
from vessels receiving the subsidy bene- 
fit exceeds 10 per cent in any fiscal 
year, 50 per cent of such excess shall 
be paid to the Shipping Board to be 
placed in the merchant marine fund 
from which the subsidy would be paid, 
although it is stipulated that this shall 
not exceed the total amount of com- 
pensation received under the proposed 
tax law. 

In addition to the 10 per cent diver- 
sion of customs receipts to create this 


fund, the bill provides that it shall be. 


derived from port tonnage duties, taxes 
or fees, which would be doubled under 
the bill, and also the amount that would 
otherwise be payable by the Postoffice 
Department for the transportation of 
mails which any ship contracting for 
the subsidy would be obligated to do 
under specified conditions. 

There is likely to be a battle royal 
over this interesting and important 
measure. It will have support from 
both parties, although the majority of 
the Democrats of both houses will 
oppose it. 


May Go Over’This Time 


It is a curious fact that for a period 
of more‘than twenty years a subsidy 
bill was passed by one house or the 
other in every Congress but in no Con- 
gress did such a bill run the gauntlet 
of both houses. 

If Uncle Sam is to keep his flag 
afloat on the seven seas, he will have to 
choose between paying a subsidy to off- 
set his comparatively high tariff, or 
reducing the standard of living of offi- 
cers and men in the American mer- 
chant marine to the Asiatic rice-and- 
fish basis—which Heaven forbid! 





The Waterbury Clock Co., Water- 
bury, Conn., has offered $1,200,000 for 
the assets of Robert J. Ingersoll & Bro., 
including the latter concern’s watch 
making plant in Waterbury. 
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Time Now to Push Portable Electric Heaters—A St. 
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Patrick’s Day Suggestion — Featuring Farm Implements 


Electric Heater Ads Are Timely 


No. 1 (2 cols x 6 in.) 

Portable electric heaters sell best 
when the main heating plant of the 
home is no longer running or is at 
least not running full blast. This 
means that spring and fall are the 
periods when heater advertising pays 
best. 

Now is the time to begin to boost 
electric heaters which have proven 
popular heating adjuncts, and here is 
a good ad on electric heaters from the 
.- Sumner Co. of Moncton, N. B. 

We like the brief but pointed copy 
used as well as the neat-appearing cut 
of the heater. “Where you need it and 
when you need it” makes a good head 
and the mention of three rooms where 
the heater is desirable is a mighty good 
follow-up. Other important points 
brought out in this text are the heater’s 
availability for every room where there 


Portable Electric Heaters. | 


Heat Where You Weed It—When You Seed It. 

















: FOR DRESSING BY ON COLD MORNINGS. 
FOR THE CHILLY BATHROOM 
4 FOR THE SICK ROOM 


Can he used In-any room where there is an electric socket. 
Light in weight it is available for instant use in any part of the 
housé day or might. 


} SUMMER CO. 


MAIN St. MONCTON N.B . 
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1—Soon furnaces will be out, but chilly 
spring mornings will create a real de- 
mand for these portable electric heaters 


- 








IMPLEMENTS. 
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Good crops aré due, as much as to any other thing, to the proper working of the soil and aw old, rickety. im- 


plenent ean not be expected to do good work. 
lf you want to insure a good crop this Palt. come 


in and let us fix you up with a new outfit, — Our PLOWS. 


HARROWS, CULTIVATORS, TRACTORS and other farm needs are the best that money cag buy=thotoughly de- 
pendable and durably constructed and the prices we ask for them are absolutely fair. 
c (Third Floor) 


* 





DAZEY CHURNS ELECTRIC 


The clean, sanitary and durable “steel 
Chora. 
$1.25 to $5.75 
(Third Floor) 


take two dry cell batteries 


LANTERNS GIFFEN CARBURETORS 
for Ford Cars 














STANLEY LUNCH BOXES 
with Unbreakable Bottle 


(Main Floor) 


$10.00 cooked and waem foods 


wee Worth all of $15.00-TODAY'S. PRICE 
(Main Floor) $6.00 
(Main Floor) 
Seve money on feed bills usiog o _ 
FEED COOKER AND. BOILER Wiens baeu Padantds detehis 
Hogs aud poultry do much better with dollar he forgets ‘there isa God, and 
wh is sing women hé forgets 
(Third Floor) there i# a desil, Coleman Cox 











OAT SPROUTERS 


With the aid of an Oat Spronter you 





For polished or covered Doors— 
BASSICK FELTOID CASTERS 


AUTOMATIC PUULTRY FEEDERS 
$3.00 : 















































if yon have one of ovr hatehets or axes 


can give the chickens fresh, green food $1.06 per set of 4 to $2.75 per set 'Third Floar) 
ali the year “round. (Balcony) * — 
(Third Floor) 
WALL PATCHING PLASTERS 
P . 2c pkg. " 
, Th’ world has been ailin'—as sick as a > (Baloony) 
O'CEDAR MOPS «y | Bot it’s gonna git better, then totk'll cheer 
Small sire 6 ..cess «5 OB up; 
Large size eis , $e So, meanwhile, dog-gone it, Jet's pull a foot 
t (Buleony) trick, 
By checrin® op now, while th’ world I. stilt 
r ick! 
BUCKEYE INCUBATORS As va Fl wlooms are barred ot, you 
Garanteed to hatch: move and stranger Toy it weorid ain't failin’—Ir's a-xota’ t" git Use + 
chicks on 
BUCKEYE BROODERS WELL. : the 
Gearantced to provide a vee 
pure, fresh air every minute Of the day, ‘ 
(Third Floor) SPECIAL! Phone 
TOP LIGHTS . 3 
Comglatt ite guaranteed ewitch We are always readsto All orders by 
$195 phone whenever it inconvenient to 
THE CHIPS WILL FLY come ta the store or a a mach job 


(Main Floor) 


where time is a item Careful and 





m the job—veu'll find it a real pleasure 


prottpt atterition is paid to every order 





to swing such keest cutting tools as we 
sell here and they fairly eat their wer 
throngh cutting jobs becaase of the we 


tempered cutting edges 
$1.50 


(Main Floor) 


RUTLAND 

















For repairing stove . 
"FIRE CLAY 
Be to Se pkey. 
(Balcony) 


the same. kind of service you would 
receive in person, "i 


Barnum 7560 
| for bartware, housewares, tools, botid- 
ing material oc other marelandise and 
we will take care of your wants right 














AMERICAN HARDWARE STORES, Inc. 


Fairfield Avenue and Middle Street 


2—This advertiser realizes that now is 


_ “All that is Hardware—and more” 


CS OR Sm Ap le 


the time to get after the farmers and so 


this featuring of farming implements 


is an electric light socket, and this 
means practically every room in the 
house, and the light weight of the 
heater which makes transference from 
room to room convenient. 


Ho! For the Farming Season! 


No. 2 (8 in. x 10 in.) 


The American Hardware Stores, 
Bridgeport, Conn., are out strong for 
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“Js exbibived.in'< cain wingow ' 

Ste the varied ine of gryen guode: 
WINDOW BOXES —_ FANCY BASKETS» 
JARDINIERS _ WASTE BASKETS 
(GUERNSEY WARE EMERALITS LAMPS, 

ih DUPLEX VIRELESS COOKER | 





Buchanan Hardware Co. ¢ 
7 At ¥oun senvicepuowe 4 














3—St. Patrick’s Day comes but once a 

year, so why not get up something 

special as did the Buchanan Hardware 
Co. 


the farming trade on agricultural im- 
plements. As will te noted, farm 
implements are given first place in this 
circular which was recently distributed. 
The copy argument is well taken— 
profitable farming demands good 
implements and the farmer is invited 
to call and inspect the line. 

The balance of the circular is given 
over to various items and seasonable 
specials of interest to farmers and 
householders as well as car owners. 
Note particularly the panel on “using 
the phone.” We think it good. 


St. Patrick’s Day is Coming 


No. 8 (2 cols. x 6 in.). 

Here’s a good stunt for St. Patrick’s 
Day. The Buchanan Hardware Co., 
Richfield Springs, N. Y., is the origi- 
nator and we think the combination of 
the ad and the window display will 
create a lot of interest. You certainly 
can fix up a window that will be as 
green as the Emerald Isle by following 
the Buchanan suggestions. 


Unique Food Chopper Ad 


No. 4 (2 cols. x 4 in.). 
The Enterprise Food Chopper is 
given a good send-off in this small ad 





With an Enterprise Chopper 
- Can be made from the ‘* left-overe.” 
Bs Practical Economy 


And they don't cost much-—Better get one. 











T AT SULLIVAN'S” 
We make deliveries in local fowos each week. Give your orders to 
Wey tr write or telephone. 


ea SULLIVAN IWAN & 60 60,, Houseware 


“3 MAIN STREET e * NORTHAMPTON 


4—Don’t fail to note “Save the Pieces” 
in this ad. It’s a real selling phrase for 
boosting food choppers 
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recently used by the T. A. Sullivan Co. of 
Northampton, Mass. “Save the Pieces” 
strikes us as being almost in the same 
category as “Say it with Flowers.” 
Quotation marks should have been 
used with the phrase. It is certainly 
making three words say much in con- 
nection with food choppers and it 
seems to us that continued use of this 
unique phrase would cause a great re- 


eee etmeeee 


NG Fb iiiateene eT FB $1.50 99¢ 

(3 Glass Serving Bowls and 6 Ind. Dishes) 
eed ‘Earthenware Tea Pots. (3 Cup size)....- 
bd Aluminam: Colanders .....--...+5/¢.++«: 





eee be ween bene 


eee new eeara® 


Flash Lights, Nickel, two cell. .... fatecds 
Flash Lights, Black, throe cell. chinese nde bidctds tite y caves n GOGO 






We offer below «numberof article weed every day at spe 
ry ha Your opportunity to save. 


See e dere eter eneees 


sh ay tp Once He  47%¢ 


Dinner Sets (32 Pieces) Gold Patterm............./ kin tein oi $9.95 


Veedol Oil (Medium and Heavy) Sealed Cans......... eeneens $1.56 


Se eee eee ere ee eee 


NO PHONE ORDERS ACCEPTED 
" DOUBLE THRIFT FOR CASH FRIDAY. 


SWAN = 
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hurt any business and here is a novel 
idea for a monthly sale that should 
prove popular with your patrons. The 
ad was sent us by the Willard Hard- 
ware Co. of Stockton, Cal. 

It is well arranged, has display 
“punch” and carries an _ attractive 
border. Any dealer, large or small, 
can arrange a few specials from month 
to month and a “month-end sale” keeps 


Pee eee ee ee eee ee 


Pee ects eee eee eee 


FhbS see cdeb cee tee oh s $1.85 


Asi bbs co. 





5—Looking for something in the way of a unique sale idea? Here it is and the 
Willard Hardware Co. finds that it nays 


vival of interest in food choppers and 
the dainty dishes made with the aid 
of a chopper. 

Typographically, we have criticism 
to make of this ad. Too many styles 
of type are used. The store slogan 
should be either at the top or bottom 
of the ad, not in the body of the ad 
where it breaks into copy thoughts. 


How About a Month-End Sale? 


No, 5 (3 cols. x 10 in.). 
A little sale now and then will not 


up a greater interest in your advertis- 
ing and in your establishment. Try 
out a month-end sale for March—it 
will pay you. 


The Reed Hardware & Sporting 
Goods Co., Rockland, capitalized for 
$30,000, has incorporated under the 
laws of Massachusetts. Arthur B. 
Reed and Edward S. Reed of Abington 
and Joseph S. Murray and Walter J. 
King of Boston are the incorporators. 
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MARKET REPORTS 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEKR’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 











Office of HARDWARE AGE, 
239 West 39th St., 
New York, March 6, 1922. 

OCAL jobbing firms report that 
L sales of garden tools, builders’ 

hardware, wire cloth, poultry 
netting and both carpenters’ and me- 
chanics’ tools have recently shown a 
noticeable increase. It is considered 
worthy of comment that mechanics’ 
tools are now moving better than they 
have for some time past, which many 
believe is an indication that industrial 
activities are being more extensively 
resumed. 

Jobbers and retailers in some sec- 
tions report unsatisfactory collections, 
although the majority term collections 
“fair.” 

Stocks, as far as local jobbers are 
concerned, are apparently in excellent 
condition. Since inventory the retail 
trade is also reported to have acquired a 
better balanced stock. 

A certain amount of apprehension 
seems to exist regarding the adequacy 
of builders’ hardware stock, not only in 
this territory, but in manufacturing 
centers as well. Some authorities on 
the builders’ hardware situation have 
predicted that there will be shortages 
in certain lines because very few manu- 
facturers are known to have surplus 
stocks. 

Salesmen report that housefurnishing 
lines are surprisingly active in this lo- 
cality. 

Relatively few price changes are be- 
ing made at the present time. Job- 
bers, however, report the following an- 
nouncements from manufacturers: 

A new Millers Falls price list is re- 
ported to have been issued under date 
of Feb. 15, based on the unit system. 

Copper goods, including sheets, rods, 
wire, rolled copper, etc., but not seam- 
less tubing, is reported to have been re- 
duced 2c. per lb. March 1. 

Charles Nieder Sons Co., Malden, 
Mass., is reported to have advanced 
prices on its line of underwriter fire 
hose 10 per cent Feb. 28. 

Stewart - Skinner Co., Worcester, 
Mass., is reported to have reduced prices 
Feb. 20 on its line of “Speedy” stitch- 
ers. 

John Auer, Jr., Brooklyn, N. Y., has 
issued a new discount sheet, dated Feb. 
23, on wrought goods. 


NEW YORK 


N. B. Woolford, Baltimore, Md., is 
reported to have reduced prices on 
oakum 4c. per Ib. 

E. U. Scobille Co., Manlius, N. Y., is 
reported to have reduced prices on its 
line of molasses gates 5 per cent. 


Clendennin Bros., Baltimore, Md., 
are reported to have reduced prices on 
copper tacks and nails, soldering cop- 
pers and shoe finding goods 1c. per lb. 
Feb. 20. 


Jobbers announce the following price 
changes effective during the past week: 


“Speedy” stitchers are now being 
quoted at $5.40 per doz., which repre- 
sents a reduction of approximately $1.35 
per doz. 


Some jobbers have advanced solder- 
ing coppers 2c. per Ib. 

Automobile Accessories.—General in- 
dications point to an increase in the 
sale of accessories during the present 
month. At present accessory sales are 
rather limited. 


Awning Rope.—Some of the local job- 
bers report that small orders have been 
received, although, generally speaking, 
there does not seem to be very much 
interest in this line at present. 


Jobbers’ quotations, f.o.b. New York: 
Awning rope, ¥ in., 37c. net per Ib.; 4 
in., 36c. per lb. net; ¥% in., 36c. per Ib. net. 


Bolts and Nuts.—There seems to be 
quite a wide range of prices in the 
present market for many sizes, and job- 
bers say that it is rather difficult to 
determine a fair average market price. 
It is generally believed, however, that 
prices will be stabilized before long. 
Stocks are in good condition. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per Ib., % in., 19¢.; 
ve in., 18c.; % in., 16c.; fe in., 15c.; % in., 
13c.; % in., 12c., and x in., 11c. 

Common carriage bolts, % by 6 and 
smaller, 60 per cent longer and thicker, 6% 
per cent. 

Machine bolts, % by 4 and smaller, 60, 10 
and 5 per cent; larger and thicker, 60, 10 
and 5 per cent. 

Semi-finished hexagon nuts, * and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 6 per cent, new list. 

Lock washers, 50 per cent. 

Togele bolts, steel, bright finish, 60 per, 
cent 

Iron rivets, 60 per cent; solid copper 
rivets, 40 per cent. 

Stove bolts, 80, 10 to 80, 10, 10 per cent. 

Lag screws, 65 per cent to 65 and 10 per 
cent. 


Builders’ Hardware.— The Eastern 
building construction season officially 


Mm 


opens March 15, and indications point 
to the belief that prices of building ma- — 
terials will be somewhat better stabil- 
ized then than they are at present. 
There is now a good deal of specula- 
tion and price fluctuation which neces- 
sarily limits any large buying. 

According to the current Dow Serv- 
ice Daily Building Reports, the building 
construction industry, particularly in the 
East, “has successively psased through 
five economic stages in its readjust- 
ment process since just before the close 
of the war. These stages or cycles in- 
clude: enforced restriction, artificial 
stimulation, conservative reaction, 
stampede and inflation, and then defla- 
tion. The industry is now passing 
through the sixth period, that of specu- 
lation.” Stabilization is expected with 
the resumption of constructive work on 
a large scale. 

Most of the local jobbers anticipate 
an exceptionally active period of build- 
ing this spring, and have stocked build- 
ers’ hardware accordingly. Authorities 
that have been interviewed, almost 
unanimously, advise jobbers and dealers 
to be prepared to meet the demand that 
is expected. It is generally believed 
that prices will not be reduced during 
the next few months to any material 
extent. 

Cultivators.—Agricultural and gar- 
den implements are becoming more ac- 
tive, and from present indications good 
sales are to be expected. Price changes 
are considered unlikely. 


Jobbers’ quotations, f.o.b. New York: 

Cultivator, 3 forged steel prongs, can be 
used as a hoe, weeder, etc., 4-ft. ash handle, 
$6.78 per doz. net. Same, with wheel plow 
attachment, detachable handle, 5 forged 
steel prongs, 4%-ft. ash handle, $9.08 per 
doz. net. Cultivator, with adjustable steel 
parts, 4 teeth, cold pressed, malleable iron 
socket, polished hardwood handle, 4 ft. long, 
$9.08 per doz. net. Garden cultivator, 18-in. 
wheel, with 1%-in. tire, consists of mold- 
board, sweep, reversible bull tongue rake 
and wrench, $2 each net. Garden cultivator, 
24-in, wheel, % x 1%-in. rim, moldboard 
sweep, reversible shovel, 1% x 3% x 11-in. 
rake and wrench, $2.35 each net. 


Galvanized Ware.—Little activity is 
reported for galvanized sheets. Pails 
and tubs are consistently active. 


Prices to retailers, f.0.b. New York: 

Galvanized sheets, No. 28 gage, $4.75 to $5 
per 100 Ib. 

Jobbers’ quotations, f.o.b. New York 

Galvanized pails, 8-qt., $2.20; 10- qt., 
$2.50; 12-qt., $2.60; 14-qt., $3.15; 16-qt., 
$3.80 per doz. 

Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Grass Hooks.— Among spring mer- 
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chandise -grass hooks are in fair de- 
mand. The prices given here are rep- 
resentative of the local market. 


Jobbers’ quotations, f.o.b. New York: 

Grass Hooks, Little Giant, $5.35 per doz. 
Village Blacksmith, $5.65 per doz. Lighten- 
ing, $4.50 per doz. English Plain Back, No. 
9, $5.70 per doz. English Plain Back, No. 
3, $6.10 per doz. English Riveted Back, No. 
3, $7.70 per doz. 


Hose Clamps and Couplings.—Al- 
though still somewhat early, jobbers’ 
salesmen report that the “possibilities 
of these articles appear bright.” 


obbers’ quotations, f.o.b. New York: 

nes hose clamps, for %-in. hose, 42c. 
per doz. Steel hose Sones. for %-in. hose, 
31c. per doz. Clinching hose couplings for 
%-in. hose, $2.65 per doz. Wrought brass 
hose couplings for %4-in. hose, $1.45 per 
doz. For %-in. hose, $1.45 per doz. For 
¥%-in. hose, $1.45 per doz. 


Hose Reels.—Better interest seems to 
be developing. Stocks are reported to be 
in good condition. Price tendencies are 
steady. 


Jobbers’ quotations, f.o.b. New. York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft., %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
in., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. Same, all 
metal tubular frame, corrugated, galvanized 
steel drum, tubular steel wheels, enameled 
green, height of reel 21 in., capacity 100 ft., 
$42 per doz. net. Same, with height of reel 
24 in., 100 ft. capacity, $48 per doz. net. 


Ice Tongs. — New prices have been 
issued by some of the local jobbers on 
these articles. 


Jobbers’ quotations, f.o.b. New York: 

New York Standard, swell handled ice 
tongs, No. 0, 95c. No. 1. $1.20; No. 2. $1.35; 
No. 3, $1.55; No. 4, $1.80, all per pair. 


‘Lawn Mowers.—Jobbers report fairly 
large number of orders are now being 
received for lawn mowers, for early-de- 
livery. Prices are steady and stocks 
fair. 


Jobbers’ quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net; 16-in., $5.60 
each net; 18-in., $5.95 each net. Ball bear- 
ing lawn mower, 3 blade, adjustable bear- 
ings, 8-in. drive wheel, finished in gold, 
aluminum and blue, 12-in., $6.35 each net; 
14-in., $6.70 each net; 16-in., $7.05 each net 
10%-in. raised open drive wheel, 4 tem- 
bey steel blades, reel 6-in, diameter, fin- 
shed in aluminum, gold and green, red and 
gold striped, $9.25 each net. Same, 16 in., 
$9.75 each net;; same, 18-in., $10.25 each 
net; 20-in., $10.85 each net. 

Brass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 peri doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Linseed Oil.—This market is rather 
dull. Price changes seem to be up- 
ward. No large buying is reported, as 
many of the larger buyers are covered 
by contract. 


Prices to dealer, f.0.b. New York: 

Linseed oil in lots of less than 5 bbl., 91c. 
to 94c. In lots of 5 bbl. or more, 89c. to 
$0c. per gal. Carlots, 86c. to 87c. 

Nails.—Consistent buying for imme- 
diate needs is the only active feature 
in the local nail market. Wide price 
ranges still prevail. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.25 base per keg; cut nails, 
$4 to $4.25 base per keg; coated nails, $3 
base per keg, and wire nails and brads, 
75 and 10 per cent. 


Pruning Shears.—Although inquiries 
are fairly numerous, little actual buying 


jis being done. 
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Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in. size, $8 per doz. Same, nickel plated, 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples—Demand 
seems to be increasing for these ar- 
ticles. 


Jobbers’ quotations, f.o.b. New York: 
Poultry netting staples, 10 Ib. boxes, 7c. 
per lb. In 100 lb. kegs, $5.75 per keg. 


Rat Traps.—New prices were issued 
last week by some of the local jobbers 
on these articles. Interest is moderate. 


Jobbers* quotations, f.o.b. New York: 

‘“Hold-Em” rat traps No. 1, $7.80: No. 2, 
$9; No. 3, $10, all per doz. ‘Hold-Em” 
mouse traps, $5.25 per doz. 


Roller Skates.—More vigorous buying 
was reported last week for these ar- 
ticles, although it cannot be said that 
there is any really active interest as 
yet, as the season is still too early. 
Prices are steady. 


Jobbers’ quotations, f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extends from 7% to 9% in., cast 
iron rolls, web heel and toe strap, 66c. per 
pair net. Same, with steel toe clamp, 72c. 
per pair net. Extension roller skates, tops, 
trunks and clamps made of cold rolled steel, 
rubber cushions, extend from 7% to 10 in., 
% strap heel, clamp toe, plain steel rolls, 
$1.25 per pair net. 


Rope and Twine.—An advance of lec. 
per lb. on hardware grade Manila rope 
was reported by some jobbers during 
the past week. Prices generally, how- 
ever, are fairly steady. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%c. 
per lb. Hardware grade, l6c. per Ib. Sisal, 
No. 1 grade, 15c. per lb.; sisal, No. 2 grade, 
13c, per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per lb. India 
hemp twine, No, 6, 16c. to 18c. per Ib. 


Screws. — Fairly consistent buying 
features this line. There is still a wide 
fluctuation in wholesale quotations. 
Stocks are in good condition. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, flat head bright, 85 per 
cent; flat head, galvanized, 70 per cent: 
round head, 82% per cent: round head 
nickeled, 72% per cent: round head, brass, 
77% per cent: flat head. brass, 80 per cent; 
round head, brass nickeled. 72% per cent. 

Extra discounts quoted by local jobbers’ 
range from 20 to 25 per cent. 


Screen Cloth.—Increased interest was 
reported for this line during the latter 
part of last week. It is not expected 
that prevailing prices will be changed. 


Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Opal screen cloth, 12 mesh, $2.64 per 100 
sq. ft. net. 

Opal 13 mesh heavy. $4.40 ver 100 sq. ft. 

Pearl. 12 mesh, $4.25 per 100 sq. ft.: 14 
mesh, $4.50; 13 mesh, extra heavy, $5.75. 


Spading Forks.—It is reported that 
garden tools of all kinds are beginning 
to move. Stocks are said to be fairly 
large, and prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Spading forks. 11-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle. bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap fer- 
rule, $19.20 per doz. net. Same, 4 tines, 
4%-ft. handle, bronze finish strap ferrule, 
$12.15 per doz. net. 

Sprinklers.—New prices were issued 
by some of the local jobbers last week 
on galvanized sprinklers, as follows: 


Jobbers’ quotations, f:o.b. New York: 
Galvanized sprinklers, 4-qt., $6.35; 6-qt., 
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$7.35; 8-qt., $8.15; 10-qt., $9.35; 12-qt., 
$10.65; 16-qt., $13.45; all per doz. net 

Trowels.—These articles are reported 
to have been quite active last week. 
Prices are steady and local jobbers’ 
stocks fairly large. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade, 5%4-in, half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel 
blade, black enameled handle, riveted tang, 
75c. per doz, net. Florists’ trowel, heavy 
solid steel, 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 


Garden trowel, one-piece heavy cold-roll 
steel, 11%-in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 
6-in. forged steel blade, polished and enam- 
eled, length over all 13% in., $2.25 per doz. 
net. Garden trowel, 6 in., solid socket, 
forged steel, full polished, grip handle, $6.75 
per doz. net. 

Turf Edgers.—Early orders are be- 
ginning to come in, local jobbers say, 
for these articles, as well as many other 
garden implements, especially from sub- 
urban dealers. Prices are apparently 
very firm, 

Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed 
finish shank, 4%-ft. handle, socket style, 
$10.25 per doz. net. Same, shank style, 
$9.20 per doz. net. 

Window Glass.—Small buying char- 
acterizes this line. It is generally an- 
ticipated that the activity expected to 
develop in building will be reflected in 
the demand for window glass. Some 
jobbers seem to feel a good deal of un- 
certainty about price tendencies. All 
available information, however, points 
to fairly steady prices for the next few 
weeks, although “bullish” tendencies 
would not be surprising, according to 
some of the large wholesalers in the 
local market. 

Prices to retailers, f.o.b. New York: 

A single, 84 to 87 per cent B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 

Wire Goods.—Poultry netting seems 
to be more or less actively in demand 
for early shipment. According to local 
reports, every indication points to a 
substantial spring ‘business in wire 
goods of all kinds. 

Jobbers’. quetations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent: from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 

Wireless Equipment.—<Acute interest 
in radio development and _ wireless 
equipment of all kinds would seem to 
be one of the most recently acquired 
American characteristics, judging from 
the large amount of equipment that is 
being sold and the amount of space be- 
ing devoted to radio news by newspa- 
pers and magazines. Many retailers in 
and around New York are making large 
sales of wireless equipment. There is, 
however, a shortage of many articles, 
and very few dealers seem to be able to 
get the quantity of material they re- 
quire to meet the demand that has been 
created during the past three months. 


P. S.—Rome Mfg. Co., Rome, N. bo 
has made an approximate reduction of 
ten per cent in copper ware. This does 
not affect copper boilers. This an- 
nouncement is dated March 3, 1922. 
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Office of HARDWARE AGE, 
1505 Otis Blidg., 
Chicago, Ill., March 4. 


HE general trend of orders re- 

ceived in this territory are con- 

sidered satisfactory and show that 
the dealer is buying well, but only in 
such quantities as are actually needed. 
Price fluctuations are not having a 
great deal to do with the volume of 
business on certain lines which would 
indicate that orders are being placed 
for immediate requirements only. 

The evenness of the winter season 
has facilitated the outward flow of mer- 
chandise and at no time has there been 
a hold up on account of bad weather. 
It is also thought that this constant 
flow of business will continue right into 
and through the spring season. In this 
way a dull period will not be experi- 
enced, 

There is an increased activity in the 
iron and steel activities, and the lead- 
ing interest is producing at between 55 
and 60 per cent of capacity, while the 
foremost independent continues at 60 
per cent. 

Railroads have been coming into the 
Chicago market with sizeable orders 
for track material and orders have also 
been placed for additional cars. This 
would indicate increased activity which 
should be reflected in the hardware 
business. 

Small manufacturers who have not 
been in the market for some months 
are beginning to make inquiries, and 
some business is resulting. Agricultural 
implement manufacturers state that the 
farmer is feeling in a better buying 
mood than he has in many months. 

Most of the hardware conventions in 
the Central West are over, and exhib- 
itors in the majority of cases have been 
satisfied with the volume of business. 
While it did not run into as much money 
as usual, there was a greater number 
of orders. The dealers themselves 
seem to have been impressed with the 
necessity of more rapid. turnovers, 
greater efforts in advertising and sales- 
manship, and closer attention to store 
records. 

Collections have not improved ma- 
terially and some firms have reported 
that a few dealers who have al®ays 
taken advantage of discount terms have 
failed to make payments in time to take 
advantage of it. 

Automobile Accessories.—Prices con- 
tinue steady. Sales are satisfactory 
but of a restricted volume. 


We! quote from jobbers’ stocks, f.0o.b. 
Chicago: Reliable jacks, No. 46, $2.65 each, 
lots of 10, $2.25 each; No. 1 standard jacks, 
$2.75 each, $32 per doz.: Twin-cylinder foot 
pumps, heavy duty, $1. 35 each, $15 doz. 
Simplex jacks. No. 386, $1.75 each, doz. 
lots, each $1.60. Stewart hand horns, $4. 
Weed chains, 30 x 3%, 25 per cent discount 
single pair lots; 33% per cent discount 
single lots; Rid- 'O-Skid chains, 25 to 33% 
per cent off. Inner tubes, red, 30 x 3%, 
$1.90 each; gray tubes, 30 x 3%. $1.50 each. 
Lyon bumpers, No. 105, $10.75; No. 101, 
$8.25. pealen spark plugs, special Ford 
type, lots of 100, 36c. each; mica type 
Bethlehem spark plugs. 80c. each; T78c. 
lots of 99; 74c. lots of 100 to 499; standard 
porcelain, Bethlehem plugs, 58c. ‘each, 56c. 
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lots of 99, 5éc. lots of 1.0 to 499; Hercules 
Giant plugs, 60c. all sizes; Hercules Junior 
plugs, 35c. all sizes; Splitdorf plugs, less 
than 100, 67c. each; 100 lots, 63c. each; 
1000 lots, 48c. each; Champion X plugs, 50c. 
each; 100 lots, 48c. ‘each; Champion O plugs, 
58c. each; 100 lots, 56c. ‘each; 1000 lots, 54c, 
each; Champion heavy duty plugs, Dodge 
type, 58c. each; lots of 100, 56c. each; lots 
of 1000, 54c. each. 

Axes.—Fall prices have just been an- 
nounced by the axe manufacturer with 
reductions to the following basis. These 
figures are considered safe for present 
as well as for next season’s orders. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 lb., $11 base; double bitted, 


-$16 doz. base; good quality black unhandled 


axes, same weight, single bitted, $10 base; 
single bitted handled axes, $11.75 to $19 es 
a a to quality and to grade of 
andle 


Alarm Clocks.—Demand is good and 
price changes seem unlikely. More 
dealers are becoming interested in 
clocks as a regular line. 


We quote from jobbers’ stocks, f.0o.b. 
Chicago: American, $11.76 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. lots; 
case lots, $12. 84; Bunkie, $21.48 doz. lots: 
case lots, $20.15; Lookout, $13.20 doz. lots; 
case lots, $12.84 doz.; ee $15.12 doz. 
lots; case lots, $14. 64 do 


Bicycles and isn, tildes are 
favorable for an active season, but no 
important price changes are in view, it 
is said. The present demand is satis- 
factory. 

Builders’ Hardware.—There is con- 
tinued activity reported in builders’ 
hardware. Factories are operating to 
70 to 100 per cent capacity and it is 
believed that April 1 will see them at 
full capacity. Closeness of spring will 
start suburban and country building 
within a few weeks and the demand 
will be brisk. 


Copper Rivets and Burrs.—No change 
is to be noted in the situation and prices 
are considerably under the market. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 


Chains.—Demand is quite lively on 
the lighter chains but rather inactive 
on heavy “pound” chains. No reduc- 
tions are expected. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
Ib.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 


Cutlery.—Recently conditions in Ger- 
many have so radically changed that 
foreign prices are mounting skyward. 
Raw materials coal and power are Very 
scarce. Labor is over double cost it 
was two months ago. German cutlery 
is getting scarce and much higher. 
This should be reflected in increased 
buying of American cutlery. 

Cooking Utensils.—Special sales of 
both aluminum and enameled cooking 
utensils continue to be the order of the 
day—and are very successful. The 
volume of business has been, and re- 
mains, larger than is usual for this 
season. 

Eaves Trough and Conductor Pipe.— 
Increased activity in this item is noted 
as the season approaches, 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
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trough, $4.30 per 100 ft.; 29 gage, 3 in. cor. 
rugated conductor pipe, $4.50 per 100 ft,; 
corrugated 3 in. conductor elbows, $1.55 doz. 

Files.—The demand is estimated to be 
10 to 15 per cent better than it was 
in early January, and still continues 
to be good. 

We quote from jobbers’ stocks, f.o,b, 
Chicago: American files, 70 per cent off list; 
Nicholson files, 50-10-10 per cent off list: 
Disston files, 50-10-10 per cent off list: Black 
Diamond files, 560-10 per cent off list. 

Flint Paper and Cloth.—Prices, 
though recently reduced, are still con- 
sidered above normal valuation and the 
demand remains rather inactive. No 
further reductions are reported as being 
in sight. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0,- 
$4.25 per ream, first quality emery cloth, 
No, 0, $25.50 per ream, 


Galvanized Ware~—Some increased 
activity in the sales of pails and tubs 
is noted and there are no developments 
in the price situation. Spring house 
cleaning should bring out a good de- 
mand. 

Glass and Putty.—Generally increased 
demand for glass is noted and sales are 
said to be satisfactory. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and_ single 
strength B, up to 25-in. bracket, 86 per cent 
off. Single strength Aand single strength 
B, over 25-in. braeket, 85 per cent off. 
Double strength A, all brackets, 85 per cent 
off. Double strength B, all brackets, 87 
per cent off. Putty in 100-lb. kits, $3.65; 


commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hatchets.—The trade seems to have 
accepted the assurance of manufactur- 
ers that prices are as low as they will 
be for several months, and buying has 
been more general. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.; warranted shingling hatchets, $12 
$6: competitive forged shingling hatchets, 
8 doz. 


Hammers.—Manufacturers and job- 
bers both indicate that sales are con- 
siderably brisker. than they were in 
early January. Prices are considered 
to be on a safe basis for normal needs 
for the next ninety days or more. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 


hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 


Hickory Handles.—The demand con- 
tinues and prices are firm. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white growth second hickory, $4.50 OZ; 
No. 1 hatchets and hammer handles, Svc 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 
Hose.—Shipments are now being 
made on orders placed during the last 
few weeks. Buying is general, but only 
covers the probable sales for the first 
few weeks of the season. Prices are 
unchanged and sales should increase 
as soon as season opens for the con- 
sumer. 
We quote from jobbers’ stocks, f.0.b 
: %-in. molded reel hose, good 
13%c. %-in. 3-ply good quality 
13%c.; -in, 4-ply good quality 
duck hose, 16c.; %-in. 5-ply multiple hose, 
10%e. 








or- 
ft.; 
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‘ Incubators.—This is the height of 
the season and sales are about 20 per 
cent above normal. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Queen line incubators, 35 per 
cent; Brooders Stones, 30 per cent. Manu- 
facturers look for a large demand. 


Lawn Mowers and Grass Catchers.— 
A slight increase in prices is noted this 
week. Demand is increasing as the 
season opens. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 each 
net; 10%-in. raised open drive wheel, 4 
tempered steel blades, reel 6-in. diameter, 
finished in aluminum, gold and green, red 
and gold striped, $9.50 each net. Same, 16- 
in., $9.95 each net; same 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same 
for mowers 16 to 20-in., $13.13 per doz. net. 


Lanterns. — Orders are extremely 
small and no increased business is 


noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$8.25 per doz.; No. 2 Dietz cold blast lan- 
terns, $13.00 per doz.; with large founts, 
$14.25 per doz.; best tubular lanterns, $8.25 
per doz.; Competition lanterns, No. 0 tubu- 


lar, $6.65 per doz. 

Nuts and Bolts.—Jobbers report an 
increasing demand, sales are normal 
while prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60-5 per cent 
off list; small carriage bolts, 65-5 per cent 
off list; large sized machine bolts, 65-5 per 
cent off list; small sized machine bolts, 70 
per cent off list; all stove bolts, 80 per 
cent off list; all screws, 65-5 per cent 
off list. 

Nails.—There has been no reduction 
by the mills on nails and other wire 
products, but there has been’a read- 
justment on the part of the jobbers. 
Present prices seem to be assured for 
some time to come while demand is 
very brisk, 

We quot from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $3 per keg base. 

Paints and Oil.—Linseed oil is stead- 
ily advancing. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.01 per gal.; boiled linseed oil, $1.03 per 
gal.; raw linseed oil, 5 barrels or more, 97c. 
per gal.; boiled, 99c. per gal.; less 1 per 
cent 10 days. Turpentine in barrels, $1.06 
per gal.; denatured alcohol in barrels, 52c. 
per: gal.; strictly pure white lead, 100 lb. 
kegs, per Ib., 12%c. 50 Ib. kegs, per Ib., 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, March 4, 1922. 


ARCH came in like a lamb so far 
4 as important price changes were 
concerned. Most of those changes that 
are coming to light these days repre- 
sent a readjustment of this or that item 
in some particular line. The retail and 
jobbing trade is now becoming quite 
reconciled to the quietness of the price 
situation, and like it, for it breeds con- 
fidence in the future. 

Virtually all of the shelf hardware 
jobbers report larger bookings in Feb- 
ruary than for the corresponding month 
last year, making three months of in- 
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12%c.; dry paste in barrels, 6c. per Ib.; 
pure white shellac, 4-lb. goods in gal. cans, 
$4.10 per gal.; pure orange shellac, 4-Ib. 
goods, in gal. cans, $3.85 per gal.; English 
Venetian red, in barrels, $3.50 and $6.75 
per cwt. 


Roller Skates.—Prices have been re- 
duced 5 cents per pair and there is a 
very fine demand in the city. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 

Rope.—Highest quality rope is mov- 
ing in large volume. Prices are with- 
out change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope, 
standard brands, 174%c. to 18%c. per Ib.; 
No. 2 manila rope, ié6c. to 16%c. per Ib. 
base; so-called hardware grade manila, 
rope, 12%c. per Ib.; No. 1 sisal rope, highest 
quality standard brands, 14%c. to 15%c. 
per Ib. base; No. 2 sisal rope, standard 
brands, 13c. to lie. per lb. base. 

Screen Doors.—Retailers are show- 
ing interest in this item, although it 
will be about a month before the line 
will become real active. To-day’s prices 
are about 15 per cent under those of a 
year ago. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20.00 per doz.; five panel, 1%-in. 
2-ft. 6-in. x 6-ft. 6-in. plain doors, $21.65 
per doz.; four panel, 1%-in. 2-ft. 6-in. x 
6-ft. 6-in. fancy doors, $29.70 per doz. 


Steel Goods.—Good shipments have 
been made and warm weather will show 
considerable activity in this line. 


Stove Pipe and Elbows.—Orders for 
fall shipments are coming on briskly, 
and prices are considered as being well 
liquidated. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75, 30 gage, $9.60, 
28 gage, $11.85, 26 gage, $14.30; 6-in. elbows, 
30 gage, $1.15; 28 gage, $1.30; 26 gage, $1.55 
per doz. 

Solder and Babbitt Metal.—The mar- 
ket is stronger than at the time of the 
last report, and sales are increasing in 
volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 Ib.; medium 45-55 solder, $21 per 100 
Ib.; tinners’ 40-60 solder, $20 per 190 Ib.; 
high speed babbitt metal, $18 per 100 Ib.: 
geandare No. 4 babbitt metal, $7 per 100 


Sledges and Mauls—Sales are in- 
creasingly good and prices are relative- 
ly very low. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. S., sledges, 5 to 16 
Ib., $8 per 100 Ib. 


BOSTON 


creased business in a row. The slow- 
ing up in retail buying noted a week 
ago in HARDWARE AGE is still in evi- 
dence, notwithstanding the fact that 
average retail stocks of seasonable 
goods are down to a minimum. Job- 
bers now say some slowing up in retail 
buying might be expected in view of 
inventory taking and income tax report 
making. It is confidently felt, however, 
that conditions are temporary and that 
within another week or ten days busi- 
ness will move forward in even larger 
volume than heretofore. 

The heavy hardware jobbers are run- 
ning along in a constructive way. 
Business is far from brisk, but it shows 
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Sash Weights.—Sales grow better as 
the building season opens and prices 
are considered favorable. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $36. 

Steel Sheets.—Sales are moderate and 
prices seem firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per _ lb.; 28 gage black sheets, $4.15 per 
100 \ 


Sash Cord.—Prices so far are un- 
changed, but cotton is stronger and de- 
mand is fair. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 

Screws.—Some good business has 
been reported, but much better sales are 
expected in March. Last week’s issue 
wrongly quoted flat head bright screws 
95-12% per cent off list. The follow- 
ing quotations are correct. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass, 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Sporting Goods.—Baseball and golf 
goods are moving satisfactory and 
everything points to an excellent sea- 
son. Most of the other lines are already 
in dealers’ hands and the opening of 
the season will bring in new business. 

Wire Goods.—Demand is gradually 
improving. Note the price changes. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb., (advanced 5c.) galvanized barb 
wire, $3.65 per 100 Ib.; (reduced 15c.) 12 
mesh black painted wire cloth, $1.90 per 
100 sq. ft.; poultry netting 56 per cent off: 
galvanized after weaving 51 per cent off; 
catch weight spool galvanized cattle wire, 
$3.65 per 100 Ib. (reduced 15c.); 80 rod spool 
galvanized hog wire, $3.23 per spool (re- 
duced 8c.); No. 8 galvanized plain wire, 
$3.35 per 100 Ib. (reduced 5c.) 


Wrenches.—Good shipments are be- 
ing made and prices seem to be steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; Coes wrenches, 60 per cent from 
factory list; engineers wrenches, 40 per 
cent. 


Washing Machines.—With the ap- 
proach of spring dealers are looking 
for an.,increased demand for washing 
machines. Manufacturers already note 
an increase in sales, and retailers will 
soon begin their spring advertising 
campaigns on this item. Prices are 
unchanged. 





a slow, steady expansion. Stocks, for 
inventory purposes, have been reduced 
the limit, and the market is now on a 
substantial footing where any im- 
provement in buying will be immedi- 
ately reflected on the right side of the 
ledger. The mill supply houses are on 
a sounder basis than they have been 
before this year, and most of them are 
beginning to report a noticeable im- 
provement in trade. The most encour- 
aging feature of incoming business is 
the better demand for those things 
which suffered heavily a few months 
ago, notably drills, reamers, cutters 
and the like. 

Collectively, then, the hardware sit- 
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uation in this section of the country is 
all that could be expected, under the 
circumstances. The largest and most 
important distributors have every con- 
fidence in the future, not only as ap- 
plied to 1922, but in subsequent years. 
Hardly anybody is looking for a re- 
newal of boom days. The improve- 
ment, they say, will be slow, but healthy. 

Automobile Accessories.—In another 
fortnight the Boston automobile show 
will be on in full blast and local job- 
bers anticipate the accessories business 
will begin to improve about then. Re- 
port has it that many prospective new 
automobile customers will spend con- 
siderable money on the cars they now 
own and will continue to run them 
rather than invest in new ones. This 
should mean a larger accessories busi- 
ness in this particular market. So far 
as reported, no important price changes 
in accessories have been made by the 
hardware jobbers since last reports. 

Axes.—Practically all of the jobbers 
here have this week adjusted their 
prices on axes to conform with reduc- 
tions made in manufacturers’ lists. 
Wholesale quotations are now nearer 
manufacturers’ than has been the case 
in months. Some business of impor- 
tance is understood to have been placed 
at the recent convention held here. 


We quote from Boston jobbers’ stocks: 
Single bit axes, first quality, without 
handles, $11.50 per dozen; double bit axes, 
without handles, $16.50 per dozen; single 
bit axes, with handles, $15 per dozen. 


Barbed Wire.—Conforming with new 
prices issued by the mills, local jobbing 
houses have again revised their quota- 
tions on barbed wire and staples as 
they apply to mill shipments. Contrary 
to general expectations, some very good 
orders for this class of merchandise 
have been booked for future shipments, 
most of them for delivery around the 
last of this month. It was anticipated 
by jobbers that more barbed wire 
would be sold in this territory in 1922 
than during the past year. Based on 
orders already booked business will be 
heavier than anticipated, however. 


We quote from Boston jobbers’ stocks: 
Galvanized barbed wire, 80-rod reels, at 
per reel, 2-ply twisted, 80-rod reels, $3.7 
galvanized barbed wire, catch weight reels, 
$4.75 per cwt.; 2-ply twisted, catch weight 
reels, 5. 

For shipment from mill; galvanized 
barbed wire, four point, in car lots, $3.15 
per reel, in less than car lots, $3.40; 2-ply, 
in car lots, $3.15 per reel, in less than car 
lots, $3.40; 2-ply twisted, in car lots, $2.31 
per reel, in lesa than car lots, $2.48; 80-rod 
reels, in car lots, $2.67 per reel, in less than 
car lots, $2.96; all f.o.b. Pittsburgh. 

Staples, galvanized fence staples, 
store, $4.75 per 100 Ib. 

Barrows.—Since last reports a few 
of the local jobbers have received or- 
ders for garden barrows, some being 
for store and others for factory ship- 
ments. Business in this particular de- 
partment is backward, however, not- 
withstanding the fact that wholesale 
firms are pushing sales. Apparently the 
majority of the retail trade have enough 
stock on hand to fill requirements for 
initial customers, and therefore propose 
to wait and see how the barrow season 
opens up. Not all of the jobbers are 
carrying large stocks, and if buying is 
deferred until the last minute the re- 


from 
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tailer may be obliged to try two or three 
jobbers before getting what he wants, 
provided business improves as it has 
during the past week. 


We quote from Boston jobbers’ stocks: 
From stock, garden barrows, standard 
makes, good quality, No. 4, $5.75 each; No. 
5, $6.10; from the factory, six af more, 
f.o.b. factory, No. 3, $5.25 each, No. 4, $5.25, 
No. 5, $5.50. 


Baseball Goods.—If recent business 
booked by local jobbing houses can be 
taken as an index, indications are that 
wholesale sales of baseball goods this 
year will beat all previous records. In- 
creased sales, it is believed, are based 
on two facts. The first, that young 
America is becoming more and more of 
an out-door sportsman, and baseball 
being the national game, it naturally 
feels the full force of the public de- 
mand for things to play with out- 
doors. The second, more and more of 
the smaller retail hardware dealers in 
New England are going into the sport- 
ing goods game, and, of course, are 
buying more baseball goods than 
others. 


We quote from Boston jobbers’ stocks: 
Bats.—Louisville Sluggers, all types, $18 
per doz.; H & B branded. Professional 
League, $14.20 per dozen; burnt oil finish, 
$10.80; King of the Field, $7.20; Semi-Pro. 
= Junior League, $3.60; Cracker-Jacks, 


Balls.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75; Young America, 
$2.50; Junior League special, $2.50; Junior 
League, $4; Boy’s League, $4.75: Dollar 
Lively, $7; Professional League, $9; Har- 
wood League, $15; National League, $16.50. 

Gloves.—Fielders’ gloves, $6 to $39 per 
dozen; catchers’ mitts, $18 to $78 per dozen; 
first basemen’s mitts, $24 to $30 per dozen. 


Batteries and Bulbs.—The eliminat- 
ing of various items heretofore made 
by the manufacturers evidently is help- 
ing the market for batteries and bulbs, 
especially the former. The average re- 
tail dealer, according to one jobber, 
who last year made a reputation in 
sales of such merchandise, can now 
carry fewer numbers and still have a 
representative line to offer customers. 
The customer is better satisfied, so is 
the retail dealer, and naturally the 


jobber. 

We quote from Boston egg stems: 

Cases.—Tubular types, 5% 1%4-in., 
fibre, $1.05 list, nickel, $1. 25, Aes* x 17: in., 
fibre, $1.35, nickel, a 8% x 1%-in., 
fibre, $1.50, nickel, $1.7 "Miner type. 5% 
x 1%-in., fibre, $1.20, nickel, $1.45; 6% x 
1%-in., fibre $1.65, nickel, $2; 8% x 1%4-in., 


fibre, $1.75, nickel, $2.25. 
2% x 1-in., nickel, $1.45. 
6% x 1\%-in., fibre, $2.65, nickel, $2.75; 9 x 
1%-in., fibre, $2.75, nickel, $3. Spotlight 
type, 9% x 1%-in., fibre, $3.25, nickel, $3.59. 

Batteries.— Leading makes, standard 
tubular, 3-cell, 50c. list; 2-cell, 25c., : 
_ 35c.: Eveready, No. 719. 5-cell, $1.20; 

No. 710, 5-cell, $1.10; No. 731, 5-cell, $2. 
Unit cells, Eveready, No. 935, 15¢c. each 
list: No. 950, 17c. 

Bulbs.—Eveready. No. 1162, 2.8 voltage, 
30c. each list; aJl other numbers and 
voltages, 20c. each. 

Discounts.—Flashlight cases, tungsten 
batteries and unit cells—six unit packages, 
one delivery. 45 per cent discount. Less 
than six unit packages, one delivery, 40 
per cent. 


Clippers.—The market on clippers is 
about one-third lower than it was a 
year ago. The demand for hair clip- 
pers is better than for other kinds, 
thanks to the fashions of hair these 
days. The average retail dealers inter- 
viewed are of the opinion that prices 
are about as low they will be for some 
time. 


Pocket type, 3 x 
Searchlight types, 


We quote from Boston jobbers’ stocks: 
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Hair Sipoeen sain © flexible shaft, 
A-l, ; Khedive, $1; Success, No, 1, 
$1.50; No. 0." $1.65; No. 00, $1.88; Capital, 
No. 1b, $2.35; No. 1. y Bay State, No. 1, 
$2.75; Hilton, No. %o" 

Horse Stare. tated Flexible Shaft, 
ball bearing, hand power machines, No. 1) 
$12 each. scount 25 per cent. 

Sheep Clippers.—Chicago Flexible Shaft, 
Dower sheep shearing machines, $18.50 
each. Discount 25 per cent. 

Cultivators. — Garden cultivators, 
which during the war garden days were 
in big demand and difficult to obtain in 
sufficient quantities, are selling slowly 
this year. Perhaps it is a little early 
for some of the retail dealers to place 
their business, due to the nearness of 
the inventory taking period. Whatever 
the cause, the retail trade shows little 
apparent interest. Prices at which 
some lines of cultivators are offered are 
very attractive. 


Drills and Reamers.—Jobbers are 
getting quite a number of calls for 
drills and reamers direct from users, 
which are taken as indications that con- 
ditions in the shops are looking better. 
The Boston Elevated Railway Co., for 
instance, recently made inquiry on a 
number of these tools as well as cut- 
ters. Local stocks of drills and reamers, 
especially of high speed drills, are in 
better shape than they have been in a 
long time, and naturally the jobbing 
trade is quite hopeful about the future. 


We quote from Boston jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., ta- 
pered and straight shank, 60 per cent dis- 
count; bit stock drills, 50- 10 per cent dis- 
count; center drills, 50 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, 20 per cent 
discount; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, 1/16 to %-in., plus 15 per 
cent; 33/64 and larger, plus 15-10 per cent; 
all other kinds of drills, 50 per cent dis- 
count. 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T. S. standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount: escutcheon pins, 45 per cent dis- 
count; shell fluted rose and socket ream- 
ers, 20 per cent discount. 

Fishing Tackle—As the opening of 
the season approaches, retail dealers, 
in looking over their stocks, in a large 
number of instances find they have 
much less fishing tackle on hand than 
they supposed. As a result earlier 
shipments are being requested by those 
of the trade placing orders with the 
jobbers. The manufacturers, however, 
are slow in making deliveries to job- 
bers, because a large percentage of this 
merchandise is hand made and therefore 
takes time to complete. As a result, or- 
ders leaving jobbers’ hands often are 
short. There is every indication the 
1922 demand for fishing tackle will ab- 
sorb all that the manufacturers can 
produce. As compared with 1921 and 
1920, prices are quite fair. 

Garden Shears.—Jobbers are pushing 
sales of garden and other shears and 
quoting prices revised to correspond 
with those issued some time back by the 
manufacturers. Some measure of suc- 
cess has been their reward on certain 
lines, more especially on hedge kinds. 
Many of the retail trade appear to have 
a fair stock of pruning and sheep shears 
on hand, however. 


We quote from Boston jobbers’ stocks: 
Hedge shears. Piece handles, cop- 
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per ferrule, blades not nppchet. No. 6, $1 
each; No $1.25; No. 9, $1.55; notched, 
1, $1 

Misss shears.—Popular makes, $3.12 to $9 
per dozen, according to quality. 

Sheep shears.—True Vermonter brand, 
No. 055K, Bes in., $10.50 per doz.; No. 057 E. 
5%-in., $13 per doz. 

s pruting shears.—Se prese aie line, 

0, $4.50 per doz.; ; No. 21, Rt 

No. 30, $8; No. 65, $7. 65: ‘No. oO $14.65; 
290, $23.35. French wheel shears, 8-in., M8 
per dozen; 9-in., $21. McKinney line, No. 
1, $36 per ‘dozen in dozen lots; No. 2, $48. 


Hose—The jobbing trade here is 
looking forard to a good business this 
season in rubber hose. Last year many 
retail dealers bought just as little as 
possible, believing, as they did, prices 
were likely to be reduced most any 
time. Since then the rubber industry 
has undergone a drastic readjustment, 
and manufacturers of hose in turn have 
materially reduced their lists. Jobbers’ 
quotations have been revised and the 
retailer, whose stocks are down to a 
minimum, has much more confidence in 
the situation than he did a year ago. 


We quote from Boston jobbers’ stocks: 
Rubber hose, 5-ply, Pointer, %-in., 8%%c.; 
Leader, %-in., 9c.; -in., 9%6c.; Olympic, 
(wire wound) %-in., 10c.; Good Luck, %-in., 
lic.; Vigo, 10¢c.; Milo, %-in., 12%c.; Bulli 
Dog, 7-ply, %- -in., 14c. In 55-ft. lengths 
add %c. per foot to above prices. 


Millers Falls Goods.—The Millers 
Falls Co., Millers Falls, Mass., has is- 
sued a new catalog and discount sheets, 
which show a slight decline in a few 
of the articles usually carried by the 
retail dealers in this territory. Per- 
haps the most important feature of the 
new issues was an accompanying an- 
nouncement that hereafter a change in 
the method of packing will be noted. 
From now on merchandise will be 
shipped in units of tens, whereas hereto- 
fore they were sent out by the dozen. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, March 6. 


HE last week or ten days of Febru- 

ary showed a further increase in 
the rate of operations of blast furnaces, 
steel plants and finishing mills of the 
independent steel companies, and of the 
Steel Corporation as well. It is esti- 
mated that at present the Steel Cor- 
poration is operating at about 65 per 
cent of its total capacity, while the in- 
dependent steel companies are running 
at better than 50 per cent, so that the 
general average of operations in all 
the plants is close to 60 per cent. When 
this is contrasted with a general aver- 
age operation of all steel companies in 
July and August of last year, it is 
readily seen that the volume of steel 
orders being placed, or at least the oper- 
ations of the plants, has increased about 
150 to 200 per cent. 

Attempts have been made in the past 
week to stiffen up prices on some com- 
modities, but with only indifferent suc- 
cess. Plain wire has been put up 10c. 
per 100 lb., the spread now between 
wire nails and wire being $3 per ton, 
instead of $5 as formerly. Attempts 
to get higher prices under present con- 
ditions are not likely to bring the results 
desired. 
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Nails.—Boston jobbers have made a 
slight revision in prices on wire nails 
as applied to direct from mill ship- 
ments. The demand for wire nails 
shows some improvement, but jobbers 
admit it could be much better. Local 
stocks are in fairly good shape, al- 
though on some sizes they are down to 
small proportions. The market on other 
kinds of nails is moving along without 
special feature. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 
in less than car lots, $2.75 per keg base; 
cut nails, $4.15 per keg base; galvanized 
cut nails, $7.50 base. Tremont schedule of 
extras same as heretofore. 

Poultry Supplies.—Here is what the 
Government reporter of Hartford, 
Conn., markets says: “It is predicted 
that the demand for eggs for hatching 
purposes and for baby chicks will be 
greater than for the spring season of 
1921. Our poultrymen already note an 
increase over last season’s orders for 
the same period. The reason for this 
increased demand is obvious. Prices 
received for eggs and dressed poultry 
have been holding steadier than many 
other farm products. Higher trans- 
portation rates have favored an in- 
creased production of market poultry 
and eggs nearer to consuming mar- 
kets.” All of which explains in part 
what we have stated before regarding 
the increased demand in this territory 
for poultry supplies. 

We quote from Boston jobbers’ stocks: 
Netting from works, galvanized, standard 
bales, 50 per cent discount; 25 or more 


bales, 50 and 5 per cent discount. 
Staples, poultry netting, 100 Ib. kegs, 


PITTSBURGH 


When a good sized order for any of 
the finished steel products comes into 
the market it usually brings out lower 
prices than existed before the mills had 
such an inquiry. A case in point is 
that of railroad spikes. The supposed 
price of standard sizes of railroad spikes 
was $2.15 base, per keg. The New 
York Central Railroad recently placed 
an order for 40,000 kegs at $2, base, 
per keg at mill. A recent order for 
8000 tons of structural steel for a large 
department store in New York brought 
out a price of less than 1.35c., at mill. 
There has also been some weakness 
shown in tin plate. The supposed, or 
official price, for some time has been 
$4.75 per base box, but it is now ob- 
tainable at $4.50 to $4.60 per base box. 
Other steel items are also showing 
weakness in prices, these items includ- 
ing steel hoops and bands, cold finished 
steel bars and steel pipe. For some 
time steel pipe has been selling below 
the published discounts, and it is now 
suggested that a new steel pipe card 
may come out in the near future that 
will show reductions over present 
prices. However, as against all this, 
the fact that the mills are getting their 
order books better filled up, means that 
when they get a certain back log, then 
they will start to turn down orders that 
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$5.35; 10 Ib. kegs, ' as per 100 lb.; 1 Ib. 
papers, $7.35 per 100 1 


Incubators. rat Be dhog ‘line, No. 14, style 
E, $16.50 each list; No. 16, style E, $27.50; 
No. 17, atyle E, $36.75; No. 1 _Standard, 
: $44.50; No. 3, $57.75; No. 4, 
368: No. 5, “si 107. 


Brooders. — Buckeye line, metal, No. 20, 
$11.75 each list; No. 21, $15.50; No. 22, $19; 
standard, No. 18, $21.50; No. 19, $26.50; No. 
25, $30 blue flame brooder, No. 9, $9.75; 
No. 10, $17.50; No. 11, $20; No. 12, $22.50. 

Discounts.—On incubators and brooders, 
30 per cent from store, f.o.b. Boston; 35 
per cent from factory. 


Roller Skates.——With the passing of 
winter retail hardware dealers are 
showing more interest in roller skates. 
Prices are somewb2t lower than they 
were last year, and members of the re- 
tail trade, in certain cases, are antici- 
pating the coming demand for these 
goods. 

Toys.—The A. C. Gilbert Co. line of 
toys recently were materially reduced in 
price by that firm. Jobbers have rear- 
ranged their quotations, which, they as- 
sert, are now down to practically a pre- 
war basis. 


We quote from Boston jobbers’ stoc ks: 
Erectors. = sh Ie. ee No. 00, 25ce. 
No. 0, 50c. No. No. , $3; No. 4, $5: 
No. 7, $10; No. 4 * bo. Ne 10, $30. Dis- 

count 33% per cent. 

Motors and Accessories.—No. P52, two 
terminal battery motor, $1 each; No. P53, 
$1.50; No. P58, four terminal battery motor, 
$1.50; No. P60C, transformer, $5. Discount 
33% per cent. 


Yale & Towne Goods.—The Yale & 
Towne Mfg. Co. recently announced to 
the jobbing trade here that from now 
on its product will be packed in units 
of ten instead of dozens, as heretofore. 
More and more of the manufacturers 
are adopting this same policy, and it 
is meeting with considerable satisfac- 
tion among the retail dealers in this 
territory. 


just now they are willing to accept. 

Purchases by the railroads are still 
heavy. In the past week, orders for 
close to 300,000 tons of steel rails have 
been placed, the Missouri Pacific rail- 
road alone placing an order for 200,000 
tons, divided among the Colorado 
Fuel & Iron Co., the Inland Steel Co., 
and the Illinois Steel Co. This is much 
the largest single order for steel rails 
since before the war. The price of 
standard steel rails, 60-lb. and heavier, 
is $40 at mill, and this price is holding 
firm. It is said that the rail mills are 
now pretty well booked up over the 
first half of 1922. 

In the Pittsburgh district there is 
more activity among the steel and 
finishing mills than in more than a 
year. Last week the Carnegie Steel 
Co. started up two more blast furnaces, 
having now 28 blast furnaces in oper- 
ation out of a total of 59. At one time 
last summer this company was oper- 
ating only 14 furnaces. Some steel 
plants are running nearly full and 
others are adding to operations right 
along. The consensus of opinion is that 
this year will be away ahead of 1921 
in volume of business, but that steel 
prices will not be profitable to the pro- 
ducers, 

Conditions in the jobbing and retail 
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hardware trades show but little change 
in the past week. There is a feeling 
of hopefulness that trade will continue 
to get better as we get closer to the 
spring and summer months, and that 
with the fuller employment of labor 
the purchasing power of buyers will in- 
crease. It is believed that March will 
show an increase in business over 
February, and that when April comes 
the hardware trade will be in full swing. 
Retail stocks of hardware are low, mer- 
chants having been buying from hand 
to mouth for a year or more, and not 
yet are they disposed to buy ahead 
owing to the uncertainty of future 
prices on most goods they handle. 

The continued recessions in prices on 
finished steel products, from which 
hardware goods are made, lead to the 
belief that on some lines at least the 
trade may look for lower prices, and 
some of these are likely to come out 
in the near future. As pointed out in 
our previous reports, there are some 
lines on which prices have been cut 
very little, and lower prices on such 
goods are certain. 

Building operations in the Pittsburgh 
district are active, and the outlook is 
good. The Mellon National Bank has 
just placed a contract for the erection 
of a new banking building to be erected 
on Smithfield Street and Fifth Avenue, 
in this city, that will cost upwards of 
$3,000,000 and will take about 18 
months to erect. A contract will be 
given out soon for an office building, 
and several other large jobs are under 
negotiation. The building of medium 
priced houses is active, and a large 
amount of city work is planned for this 
summer. The industrial and building 
outlook locally is better now than it 
has been for more than a year. All 
this is bound to help the hardware 
trade. 

Automobile Accessories.—The trade 
in accessories is fairly active, with the 
demand for tires and tubes better than 
for some time. Prices are only fairly 
firm, and on ene or two of the smaller 
items are slightly lower. 


Jobbers quote from stocks, f.o.b. 
burgh, about as follows: Reliance jacks, 
No. 1, $2.33: No. 2, $3.33; in lots of 12; A. 
Cc. Titan spark plugs, 65c. in lots up to 10, 
and 58e. in lots of from 10 to 100: Derf 
spark plugs, 96c. each for all sizes, in lots 
less than 50; Champion X, 50c. each for 
less than 100, and 48c. each for over 100; 
Champion regular, 58c. each for less than 
100, all sizes, and 56c. each for over 100. 


Axes.—Reports are that several mak- 
ers have reduced prices about $3 per 
doz., but this cannot be officially con- 
firmed here. The demand is quiet, as 
the season is about closed. There has 
been a good deal of unevenness in 
prices of axes for some time, and if 
reported reduction in prices has been 
made, it ought to do much to stabilize 
the market. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 
per doz.; double bitted axes, handled, $26.50 
per doz.; unhandled, $22.50 per doz. ; second 
grade axes, single bitted, handled, $19 per 
doz. ; unhandled, $16 per doz. : double bitted, 
handled, $24 per doz.; unhandled, $21 per 
doz. 


Bale Ties. — These goods are now in 
season and demand is coming into the 
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jobbers. Makers’ discounts to the job- 
bing trade are 75 to 80 off list. 


Copper Goods.— Recently several 
makers announced a reduction of 1c. 
per lb. on copper sheets, copper wire, 
copper rods and copper tubing. 

Cold-Rolled Bars.—Prices are slightly 
lower. Makers quote as low as 1.90c. 
at mill in large lots, jobbers charging 
the usual advances for small lots from 
stock Ground shafting is quoted at 
2.25c. in carload lots, and up to 2.75c. 
for small lots. The new demand is not 
very active. 


Copper Hose Menders.—Prices have 
been slightly reduced, jobbers now hold- 
ing at about 75c. per doz., from stock. 

Iron and Steel Bars.—The weakness 
in prices of steel bars that has existed 
for some time has culminated in the 
price declining to 1.35c. at mill in large 
lots. This is the lowest price touched 
in steel bars since the war. Prices on 
iron bars are also lower. Eastern mills 
now quoting common iron bars in large 
lots at 1.40c., Pittsburgh, for Eastern 
delivery, and 1.40c at mill for Western 
shipment. 

Jobbers now quote steel bars rolled from 
billets at about 1.60c.; reinforcing bars, 
rolled from billets, 1.75c. to 2c., base; re- 
inforcing bars, rolled from old rails, 1.50c. 
to 1.75c.; refined iron bars, 1.90c. to 2c.; 
common iron bars, 1.65c. to 1.75¢c. from 
stock. 

Lawn Mowers.—As noted last week, 
the spring demand is slow in opening 
up, but a more active demand is looked 
for shortly. Prices on practically all 
makes are lower than last year, es- 
pecially in the cheaper grades. 


Jobbers are quoting the cheaper grades 


of competition lawn mowers as follows: 
12-in., $5; 14-in.. $5.50; 16-in., $6. Prices 
on high wheel ball bearing lawn mowers are 
quoted as follows: 15-in., $9; 16-in., $9, and 


18-in., $9.50 each. 


Painters’ Supplies.—There has been 
a little better demand in the past week, 
but this trade is slower than it should 
be at this season of the year. However, 
paint and supply houses say that with 
the active building season that is loom- 
ing up this ought to be a good year in 
the paint trade. Prides are holding 
steady. 

Jobbers quote white lead at $12.25 per 
100 Ib.; red lead, $13.75 per 100 Ib.; linseed 
oil, $1 per gal.; turpentine, $1.04 per gal.; 
window glass, single strength, A, 85 per 
cent off list; single strength, B, 85 per cent 
off list; double strength, A, 85 per cent off 
list, and double strength, B, 87 per cent off 
list. Plate glass in quantities less than 5 
sq. ft. is 83 per cent off list, more than-~5 
sq. ft., 85 per cent off list. Ready mixed 
paints from $2.75 to $3.50 per gal., accord- 
ing to quality. Varnish from $2.50 to $4.50 
per gal., according to auality. Putty is 
sold at about $6 per 100 Ib. 

Shovels. — The trade in shovels is 
comparatively slow, and so far the ad- 
vance of $2 per doz., made by the mak- 
ers some time ago, has not cut much 
figure in the trade. Jobbers’ stocks 
were heavy when the advance was 
made, and they have not been active 
in the market recently as buyers. Job- 
bers continue to quote fourth grade 
polished shovels at $11 to $12 per doz., 
from warehouse. 


Sheets.—Established prices on sheets 
are referred to as holding quite firm 
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but as yet jobbers and consumers do 
not show a desire to anticipate their 
needs. A fair amount of new business 
is said to have been booked for second 
quarter shipment. The sheet mills are 
operating to about 75 per cent of ¢a- 
pacity and report they expect to main- 
tain this, or a higher rate, for some 
time to come. Jobbers report they are 
having a good trade in sheets, and are 
replenishing stocks frequently. 


Jobbers continue to quote sheets for de- 


livery from stock, f.o.b. Pittsburgh, as fol- 
lows: Blue annez iled sheets, 2.75c. to 3c; 
No. 28 gage Bessemer black sheet S, 3.25¢. 


to 3.50¢c,, and No. 28 gage galvanize d, 4.25¢, 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order, 

Screen Doors.—The Columbian Hard- 
ware Co, Cleveland, advises that it has 
not made any changes in its prices on 
blacksmiths’ vises since Dec. 6 last, at 
which time the company made a re- 
duction of about 5 per cent in prices. 
This is in answer to a report that the 
company had recently made a reduction 
in prices on blacksmiths’ vises. This 
company has lately issued a new list, 
No. 1952, showing slightly lower prices 
on shelf hardware and screen doors. 


Steel Pipe.—Prices on steel pipe es- 
pecially on the larger sizes, have been 
more or less shaded for some time. 
This has led to the report that a new 
discount list on steel pipe will soon be 
issued, showing lower prices. It is 
likely, too, that prices on wrought iron 
pipe will be lowered in the near future. 
The spread in prices between steel pipe 
and iron pipe, in favor of the latter, is 
referred to as being somewhat larger 
than it should be, and out of line. The 
demand for oil country goods is fairly 
active, but prices are also being shaded 
on these goods. Jobbers quote from 
stock to the trade about as follows for 
small lots: 


Black, %- “wid 98.73 ; \Y%-in., $2.60; %-in., 


%-in., $3.84; 1-in., 
: 1%-in., $8.57; 2-in., 

; 2%-in., Galvanized, %-in., 
$4.33; 1%4-in., $4.55; %-in., $5.38: 1-in. 
$7.56 ; Qian. $10.22; 1%4-in., $12.23; 2-in., 
$16. 45. ‘Above prices per ‘100 ft., f.o.b. 
Pittsburgh. 

Wire Products.—Actual prices ruling 
for wire nails and wire are somewhat 
hard to define, there now being in force 
a price to the very largest trade and a 
higher price to the smaller trade. Mills 
are said to be now quoting $2.40, base, 
for wire nails to the largest trade, and 
$2.50 to the smaller trade. However, 
the price of $2.40 has been shaded in 
some cases. There is also a similar 
spread in prices on other wire products. 
The new demand for nails and wire is 
better than it was early in the year, 
but there is still the idea in the minds 
of the trade that there may be a reduc- 
tion in prices by the makers before 
long and buyers are placing orders only 
large enough to cover current needs. 
There is still quite a heavy export trade 
being done in wire nails. 

Jobbers quote from stocks, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.75 base 
per keg; galvanized, 1-in. and longer, in- 
cluding ‘large head barbed roofing vere 
taking an advance over this price of $1.25 


and shorter than 1-in., $1.75; bright PB 
semer and basic wire, $2.50 per 100 Tb. : 
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Current Metal Prices—March 6, 1922 


fron and Soft Steel Bars Boe Annealed—Black Tin Plates Babbitt Metal 
and Shapes Soft Steel Bright Tin Best grade, per Ib........++: 75¢ 
Bare: Per Ib. ©. R., Bilued Stove ine. Sw Commercial grade, per Ib..... 35¢ 
Refined Iron, base price.. 2.58¢ One Paes: ae ee Charcoal Charcos! Grade D, per Ib........-..06s 25¢ 
Swedish Bars, base price..10.00¢ = Nos. 18 to 20..3.55 to 3.80@..... 14320 14220 Antimony 
Soft steel bars, base price.. 2.53¢ Nos. 22 and 24. .3.60 to 3.85@4.10¢ BO ccttaees $10.00 3 8.50 nT iA. . oak 5% @6¢ 
Me. Be. wesvces 3.65 to 3.90@4.15¢ Py ore 11.50 10.00 
Hoops (base price)........ 3.38¢ Mey BB inc ceive 3.75 to 4.00@4.25¢ EG. Wanetcnn 13.00 11.25 Aluminum 
it BO. 25 6 cides 4.00 to 4.25@..... ERIE vies cove 14.25 12.50 No. 1 aluminum (guarantees 
ome Se No, 28 and lighter, 36 in. wide, IXXXX ........ 16.00 14.00 over 00 per cent pure). 
10¢ higher. " 
8 in. x % in. and larger, ous 7 Coke—14 # 20 i sae cH mews 
PASC ccc eccccccscsevecee 2.63¢ Galvanized Per Ib. Puliees Wasters ow ee heer ereeee 
Channels, Angles and Tees Sy, MLC cee 3.85@4.10¢ oe ree ery ee $ 6.05 $ 5.80 Old Metais 
under 3 in. x % im...... 2.53¢ No. 16 4.00@4.25 . 
is Bl. 0s0ncdavaeeu at y .25¢ GO By seca Ceaed 6.15 5.90 Business has been very quiet dur- 
Nos. 18 and 20........ 4.15@4.40¢ Te TR cecpissee 6.25 6,00 me the week, and — -- -~ 
2s D erally stationary. Jealers’ buying 
Merchant Steel Nos. 22 and 24........ 4.30@4.55¢ TO woceeces 6.40 6.15 prices are nominally as follows: 
Per Ib. Pe Chapt ce nvevans 4.45@4.70¢ ) 7.40 7.15 cents 
Tire, 1% x % in. and larger 2.50¢ Me, BF scccccctecveds 4.60 @4.85¢ TR nesctess 8.40 8.15 Per Ib. 
| 2 Ba 4.75@5.00¢ Seas ok esd é 9.40 9.15 Ce r, heavy and crucible. .$10.50 
ooth finish, 1 x 2 o z a pper, Reavy § 
ren te Ee. ae Se eee ee 5.25@5.50¢ IXXXX ........ 10.40 . 10.15 Copper, heavy and wire.... 9.75 
No. 28 and lighter, 86 in wide, 20¢ Copper, light and bottoms... .800 
calk x % In. and opper, light & 
coe % es EES. ae 3.20¢ higher, Verne Plates a oe ee 5.00 
a ent 4.50 
Oold-rolied strip (soft 8-1b. Coating 14 # 20 Brass, light ........ . 
and quarter hard) .6.25¢ to 7.25¢ Steel Wire De Te, vanxene Reece tate $ 7.00 Heavy machine composition.. 7.25 
; re rASS j 5.00 
Open-hearth spring steel Base Price* on No. 9 gage and OE TE OO 7.25 No. 1 yellow brass turnings. 9». 
3.55¢@6.00¢ coarser: volt o alle: QED TS RS) ee 7.5 No. 1 red brass or composi- 
Bright Basic .........3.50@3.75¢ Firedoor Stock .........+0. $10.00 tion turnings .......-.-. 6.75 
4 w $ 
en me net ote | Anaccled oft ........ 3.50@3.75¢ Ce HEY acc ocsacccsace 3.15 
Galvanized Annealed ..4.20@4.50¢ Tin Cae Gm ci ccccctcecdesoue 2.50 
er pont 3.85¢ Copper Basic ........ 4.00@4.25¢ : ee MPT eee ere te ee 2.50 
= eoecves oh ws eoeeee ; Tinned Soft Bessemer .5.50@5.75¢ Meraite: Pig sists wiser cces ees ors: 
«yee Te NP Boswil ee 0 cnn ovichvrs on Gl 7@42 Welded Pipe 
Brass Sheet, Rod, Tube and Standard—Steel 
Best cast steel............17.00¢ Wire Copper = 
Extra best cast steel.......22.00¢ ne celia dgeamuhd eeu ida 15¢ oo 2 
High Brass Sheet.....16%@17¢ Misstetitle® . ook. on aes 14%¢ % in, Butt........--+- —i6 —40 
. High Brass Wire....... 17@17%¢ PPP ee 2 eee 14%¢ % in. Butt...-.----+-- a ae 
Tank Plate—Steel Brass Rod ........+. 144% @14%¢ M% in, Butt......-0--e- —63 —49 
Per ib. Brass Tube, Brazed...26 @27%¢ Spelter and Sheet Zinc 3%-6 in. Lap......---- —60 —46 
% in. and heavier......... 2.63¢ Brass Tube, Seamless..18%@19 ¢ Western spelter .......... 6% @T¢ % in. Lap...++--+-++e -"—- ne 
Copper Tube, Seamless......20%¢ Sheet sinc, No. 9 base, casks, 9/12 in. Lap...-s+e++s —55 —33 
Sheets 10% ¢ open 11¢ Wrought Iron 





Copper Sheets 


Blue Annealed Lead and Solder Blk. Gal. 

eK Gall car tt “tae, + American pig lead..... 5% @6%¢ % tm. Butt...c.ccecee —30 —13 

No. 10...... a eery 3.28@3.53¢ Cink ealiet, 06 te: ath temiee PON xia tins aa acewe 6% @7¢ 1-1% te, Butt........ —32 —15 
No. 12...... seeeeees B33 @3.58¢ 2¢ per Ib. advance over hot rolled. Solder % and % guaranteed. .24¢ 2 im. Lap.cccccecccees —-2T —10 
NO. 14... ..eeeeeeeees 3.38 @3.63¢ WO. 1) POMBO oo cc ccccccensase z2¢ 2%-6 in. Lap.....-.-- —80 —15 
BS ae ee eee ee 3.48@3.73¢ *Regular extras for lighter gages. Refined solder ......seeese0e. 18¢ 7-12 in. Lap......-+-- a. 3 








annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $2.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 


Office of HarDWARE AGg, 
538 Guardian Building. 
Cleveland, March 6. 


HE general industrial situation in 
this territory shows a distinct im- 
provement in many industries and as 
the result employment has increased 
sumewhat and a feeling of optimism 
prevails. While a speedy return to 
normal conditions is not expected, 
there is a general belief that the situ- 
ation will improve from month to 
month. The improvement has not, as 
yet, been noticed in the hardware field, 
but is expected to be reflected shortly 
in a better volume of wholesale and 
retail hardware business. Jobbers are 
getting a fair number of orders, their 
sales being at least as large as they 
have been during the past few weeks. 
The building outlook for the present 
year is very promising and consider- 
able building activity has already de- 
veloped. A temporary setback will re- 








count keg, $2.25 to $2.35; these prices being 
subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 


CLEVELAND 


sult from the partial tying up of build- 
ing activities in Cleveland, March 1, be- 
cause of the inability of building con- 
tractors and employees to agree on 
wage adjustments to take the place of 
scales that expired on that date. Con- 
tractors are insisting on a reduction of 
wages in the building trades which are 
generally regarded as too high as com- 
pared with wages in other industries 
and wage cuts, if made, will un- 
doubtedly stimulate building. 

While price changes during the past 
two weeks have not been numerous, 
reductions have been made on several 
important items. New prices have been 
announced on axes, ice skates, sleds, 
which represent sharp reductions from 
the prices that prevailed last year. 
Another price cut has been made on 
wood screws and jobbers have reduced 
prices on barbed wire. 

Axes.—Axe manufacturers have an- 
nounced new prices for fall delivery 


Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
6914 per cent for 1000-rod lots, and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. m 


which represent a reduction of about 
25 per cent from last year’s prices. 


Jobbers quote f.o.b. Cleveland as fol- 
lows: First grade, single bitted axes, 
handled, $16 per dozen; unhandled. $12 per 
dozen; double bitted axes, handled, $21 
per dozen; unhandied, $17 per dozen; 
second grade axes, single bitted, han- 
died, $14.50 per dozen; unhandled, $11.50 
per dozen; double bitted, handled, $19.50 per 
dozen; unhandled, $16.50 per dozen. The 
lowest prices are for full case lots. For 
less than full cases prices are 50 cents per 
dozen higher. 

Automobile Tires and Accessories.— 
The demand for automobile tires has 
picked up a little and the trade is look- 
ing for a good early spring business. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Cleveland: Miller Falls No. 145 Jacks. $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, $3.33, in 
lots of 12; Derf spark plugs, 96c. each for 
all sizes in lots less than 50; Champion X 
spark plugs, 45c. each for less than 100 and 
43c. each for over 100; Champion regular 


53c. each for less than 100, all sizes 50c. 
each for over 100. 


Binder Twine.—New prices have 
been announced for binder twine for 
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the coming season. These are lower 
than have been expected and lower 
than have prevailed for several years. 
Considerable business had previously 
been taken subject to whatever prices 
were established. 

Jobbers quote standard and sisal binder 
twine at 10 cents per Ib. for mill shipment 
and 10/2 cents per Ib. for stock shipment. 

Barbed Wire—wWith spring  ap- 
proaching the demand for barbed wire 
has become somewhat more active. 
Following the action of the American 
Steel & Wire Company in adopting a 
10 cent arbitrary freight differential on 
wire products in place of adding the 21 
cent Pittsburgh freight rate to the 
base price jobbers have revised prices, 
giving the trade the advantage of the 
reduction. 


Jobbers quote f.o.b. Cleveland as fol- 
lows: Galvanized barbed wire. catch weight 
spools, $3.40 per 100 Ibs.; rod spools 
cattle wire, $3.05 per 100 Ib.; hog wire, 
$3.25 per 100 Ibs.; American Special, $2.35 
per 100 Ibs. For mill shipment jobbers 
quote galvanized barbed wire at $3.25 per 
100 Ibs. for less than car lots and $3.15 for 
carload lots. 


Bolts and Nuts.—The demand for 
bolts and nuts continue quiet. A slight 
reduction has been made on machine 
bolts. Other prices are unchanged. 

Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 and 
10 per cent off list; carriage bolts, large and 
small, cut thread, 65 per cent off list; stove 
bolts, 80, 10 and 10 per cent: off list. 

Fence.—The demand for farm fence 
has improved somewhat. Prices are 
unchanged. 

Cleveland jobbers quote field fence f.o.b. 
Pittsburgh at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1,000 rods. 

Faucets.—Prices on Perfection oil 
and molasses gates have been reduced 
from 60 per cent to 70 per cent off list. 

Galvanized Ware.—The demand for 
galvanized ware is steady, but not very 
active. Prices are firm and unchanged. 

Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment; No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz.; 
No. 3. $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz; 16-qt. $3.40 per doz. 

Garden Tools.—Garden tools are 
moving rather slowly at present. Early 
orders have been shipped but many re- 
tailers have not yet placed orders for 
their spring requirements. They are 
apparently waiting to buy as needed. 

Handles.—The demand for handles 
is light and prices are unchanged. 

Jobbers quote, fo.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $5 per doz.: XXX grade, $4.35 per 
doz.; XX grade, $3.60 per doz.; X grade 
$3 per doz. 

American Fork & Hoe Co.’s wood “D” 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable “‘D’’ grade manure 
fork and spading fork handles, $5 per doz.; 
X grade, long shovel spading handles, $4.50 


per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.: 4%-ft., $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz.; 


4%-ft., $4.60 per doz. 

Ice Skates.—Prices on ice skates for 
next season have been announced by 
manufacturers and jobbers. These 
prices are about 15 per cent below those 
that prevailed last year. 


Jobbers quote Union Hardware Company 
hockey skates as follows: No. 9 hockey, 
$1.90 pair; No. 424%. $1.25 pair; No. 924%, 
$2.30 pair; No. 424% ladies’, $1.50 pair; 


No. 924% ‘ladies’, $2.75 pair. 
Nails and Wire.—The demand for 
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nails and wire has improved consider- 
ably. Retailers are placing fair stocks 
and are looking for a good spring busi- 
ness. Prices are unchanged at the re- 
cent reduction. 


Cleveland jobbers quote as follows: Nails, 
less than car lots, stock shipment, $2.75 per 
keg; same for mill shipment, $2.60; car 
lots mill shipment, $2.50; No. 9 annealed 
wire, $2.50 per 100 Ibs.; No. 9 galvanized 
wire, $3 per 100 Ibs.; cement coated nails, 
$2.25 per 100 Ibs. 

Oil Cook Stoves.—The demand for 
oil cook stoves, which has been rather 
light recently, has improved somewhat. 
Prices are unchanged. 


Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, ag follows: Harvard, 2-burner, $10.85; 
3-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 

Poultry Netting and Wire Cloth.— 
The sales of these items at present are 
light. Most retailers have placed their 
orders for early spring shipment and 
not much activity is expected until the 
retail demand becomes active and re- 
tail dealers begin to place additional 
orders. Prices are holding fairly well. 


Jobbers quote as follows for mill ship- 
ment or for shipment from _ stock, f.o.b. 
Cleveland: Poultry netting, galvanized after 
weaving, 50 and 5 ver cent discount; black 
wire cloth, 12 mesh, $1.90 to $1.95 per 100 
sq. ft.; galvanized, $2.40 per 100 sq. ft.; 
—— wire cloth, 14 mesh, $6.75 per 100 
sq. ft 

Rope —The demand for rope con- 
tinues active. No recent change has 
been made in prices. 


Cleveland jobbers quote manila rope at 
17%c. per lb. for mill shipment and 18\c. 
per lb for shipment from _ stock: best 
quality sisal rope 15c. per Ib. for mill ship- 
ment and 15%c. for shipment from stock. 


Robes and Blankets.—Jobhers have 
commenced to take orders for robes 
and blankets for next season. Prices 
on these were recently reduced by 
manufacturers about 10 per cent on 
square blankets, 20 per cent on double 
blankets and 20 to 30 per cent on robes. 
Quite a few orders are being taken. 
Some retailers cleaned out their stocks 
during the winter, others are carrying 
over quite a few robes and blankets. 

Steel Sheets.—The sales of sheets 
are light as the spring buying by re- 


tailers has not become active. Prices 
are firm and unchanged. 
Jobbers quote, f.o.b. Cleveland: No. 28 


black sheets at 3.75¢c.; No. 28 galvanized 
sheets at 4.75c. and No. 10 blue annealed 
sheets at 3.10c. 


Sporting Goods.——The demand for 
baseball goods, fishing tackle and 
tennis goods is beginning to show some 
life. Some orders were taken for these 
lines of merchandise during the fall, 
but there was a general disposition on 
the part of retailers at that time to de- 
fer buying. 

Stove Pipe and Elbows.—Jobbers are 
booking a fair volume of orders for 
stove pipe and elbows for early fall 
shipment. 

Shovels.—Sales of shovels have been 
rather light recently. Jobbers have 
booked a good volume of orders and 
retailers who have not as yet placed 
their orders are expecting to follow a 
hand-to-mouth policy of buying. Prices 
are unchanged. 


Jobbers quote shovels, f.o.b. Cleveland, 
as follows: No. 2 size, 4th grade, $12 per 
dozen; No. 2 size, 2nd grade, $13.50 per 
dozen; No. 2 size, Ist grade, $17 per dozen. 
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Stove Boards.—There is a fair de. 
mand for stove boards for fall ship- 
ment. Prices remain unchanged, ac. 
cording to latest advices. 


Cleveland jobbers quote: 26-in. square 
stove boards at $11 per doz. for wood lined 
and $6.20 for paper lined; 36-in. square 
boards at $14.95 per doz. for wood lined and 
$8.20 per doz. for paper lined; 20 x 30-in, 
oblong boards, $11.65 per doz. for wood 
lined and $7.20 per doz. for paper lined: 
24 x 36-in. oblong boards, $13.85 per doz. 
for wood lined and $8.55 per doz. for Paper 
lined. 

Sash Cord.—The demand for sash 
cord at present is only fair. Prices 
unchanged. 


Jobbers quote f.o.b. Cleveland: No. 8 gash 
cord common, 38c. per pound; Standard, 
40c, per pound; Sampson, 6Jc. per pound, 

Sleds—Jobbers have announced . 
prices for sleds for next fall shipment 
following the recent naming of prices 
by manufacturers and have commenced 
to take orders. This season prices are 
from 10 to 124% per cent below those 
that prevailed a year ago. 

Jobbers quote f.o.b. Cleveland as fol- 
lows: Flexible Flyers, No. 1, $3.75 each: 
No. 2, $4.50 each; No. 3, $5.75 each: No. 4, 
$6.25 each; No. 5, $8.50 each; Junior racer, 
$5 each; racer, $6 each. The stock dis- 
count on Flexible Flyers is 33% per cent. 

Lightning Guides.— For stock and 
factory shipment, No. 19, $13 per doz.; 
No. 20, $14.25 per doz.; No. 21, $16.50 
per doz.; No. 22, $18.50 per doz.; No. 
23, $3.50 per doz.; No. 24, $27.50 per 
doz. 


Lead Pipe.—Lead pipe has declined 
50 cents per 100 lbs. and is now quoted 
by jobbers at $7.25 per 100 lbs. 

Steel Wool.—Some irregularity has 
developed in prices on steel wool. 
Regular quotations by jobbers for 
family size packages are about 70 cents 
per dozen, but some grades are being 
offered at 50 cents per dozen. 

Screws.—A further reduction has 
been made in prices on wood screws. 

Jobbers quote screws as follows, f.0.b. 
Cleveland: Flat head, bright, 85, 10, 5 and 
5 per cent off list; round head, blued, 82'/2, 
5, 5 and 5 per cent off list; round head, 
nickel, 72/2, 5, 5 and 5 per cent ofl list; 
rounod head, brass, 77/2, 5, 5 and 5 per cent 
off list. 

Vacuum Cleaners.—With the ap- 
proach of spring a fair demand has 


sprung up for electric vacuum cleaners. 

Washing Machines.—Sales of elec- 
tric washing machines by jobbers are 
fairly good at present. The demand 
for the lower priced machine is par- 
ticularly active. 


Wheelbarrows.—Interest in this line 
is beginning to quicken with the ap- 
proach of spring. Farmers and ama- 
teur gardeners will soon begin to pass 
on their demands to the retailer. No 
changes in prices have been noted and 
no rumors of impending changes have 
been heard. 


Wrenches.—Good sales are reported 
as being had on wrenches and prices 
are continuing without changes, accord- 
ing to the latest advices. 
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3725 Colfax Ave. So., 
Minneapolis, Minn., March 4. 

ONSIDERING the season and gen- 

eral conditions, retail hardware 
sales are good and while there is no 
particular improvement over last 
week’s business the trend is toward 
increased business. The prospects for 
greatly improved conditions as soon as 
the winter season breaks up still con- 
tinue to be extraordinarily good, be- 
cause of the outlook for a big building 
season, 

Manufacturing conditions are gradu- 
ally improving but the process is nec- 
essarily a slow one as manufacturers 
are not inclined to build up stocks un- 
til they know what the demand for 
their merchandise will be. 

Retail dealers on the whole are satis- 
fied with the amount of business being 
done, conditions considered, and are 
very optimistic as to the future. Job- 
bers report that they are receiving a 
fairly substantial volume of business 
from the country dealers who are ar- 
ranging for their spring stocks, but 
that the dealers are not ordering heavi- 
ly of any one item. 

Builders’ Hardware.—The amount of 
sales of builders’ hardware is naturally 
small at this time, before the opening 
of spring construction work. Dealers 
generally expect to have an unusually 
good year in this line just as soon as 
the season opens. This expectation is 
justified by the large amount of build- 
ing permits already issued for the be- 
ginning of the construction season. 
Prices of lumber are strengthening and 
in many cases advances have been 


_made. 


Axes.—The demand for axes con- 
tinues to be only fair at this time. 
Prices remain as for some time past. 

We quote from jobbers’ stocks  f.o.b 


$19.50 base weights. 

Brads.—Sales of brads remain of 
fair volume and a good business is 
expected. Prices remain unchanged. 

We quote from jobbers’ stocks  f.o.b. 
Twin Cities: Brads in bulk, 75-10 per cent; 
in 1-lb. packages, 75 per cent. 

Churns.—Demand for this item re- 
mains rather light this early in the 
season. Prices are the same. 


We quote from jobbers’ stocks _ f.o.b. 
Twin Cities: Belle, barrel type, churns, 
40-5 per cent from list. 


Clipping and Shearing Machines.— 
While no retail demand has developed 
as yet the season will soon be on, and 
dealers should be prepared to meet 
ordinary demand. No price changes 
have been recorded. 

We quote from jobbers’ stocks. f.o.b. 


Twin Cities: No. 1 Stewart hand clipper, 
$6: Stewart No. 8 hand shearing machine, 
$12. 


Eaves Trough, Conductor Pipe, and 
Elbows.—The retail demand is quiet 
at this season, but a good volume of 
business is expected a little later on. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, 28 ga., corrugated, 
$4.50 per 100 ft.: elbows, 3-in., corrugated, 
$1.63 per doz. 

Files—There is a slight improve- 
ment in the demand for files, which 
is expected to continue. Prices are 
unchanged. 

We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Retail demand is 
showing some improvement, and job- 
bers report a fairly satisfactory volume 
of business from the dealer. Prices 
remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized No. 1, $12; No. 2, $13; No. 2. 
$15; Standard 10-qt. galvanized pails, 


stock pails, heavy, $6; 18-qt., $7.3 

Glass and Putty.—There is wan little 
retail demand just at the present time. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength gass, 85 per cent. 
Putty in 50-lb. drums, $4.40 per ewt.; 25-Ib. 
drums, $4.55 per ewt. 

Hose.—There is, of course, no retail 
demand as yet. Prices for spring de- 
livery are as follows: 

We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Five-ply, 3.4-in., 11%c. per ft.; 
3-ply, competition hose, 9c. per ft. 

Ice Cream Freezers.—No retail de- 
mand can be expected until later in 
the season. Prices for spring delivery 
are as follows: 


We quote from local iobbers’ stocks, f.o.b. 
Twin Cities: White Mountain freezers, 4-qt., 
$4.13; 8-qm. $6.75. 


Lawn Mowers.—There is no retail 
demand as yet; prices announced for 
spring delivery are as follows: 

We quote from jobbers’ stocks  f.o.b 
Twin Cities: Philadelphia lawn mowers, 
styles C and BE, 30 ner e*nt from list: styles 
A and K, 25 per cent from list; Riverside 
ball bearing, 16-in., $8.35 each. 

Milk Cans.—The retail demand con- 
tinues to be rather light. Prices for 
spring delivery are as follows: 

We quote from jobber«' 

Twin Cities: Railroad milk cans, 5-gal., 
$2.35 each; 8-gal., $2.90 each; 10-gal., $3.v5 
each 

Nails.—There continues to be a fair- 
ly satisfactory demand for nails, and 
a large amount of business is expected 
as soon as construction work gets un- 
der way. There has been a further 
decline in prices quoted. 

We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $3.50 
base ; cement-coated nails, $2.80 base. 

Paper—The immediate retail de- 
mand for builders’ papers is not very 
large, but there is a large amount of 
business in prospect. A_ substantial 
amount of business is expected. There 
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has been no further change since the 
increase reported last week. 


We quote from jobbers’ stocks f.o.b. 
Twin Cities: ‘No. 2 tarred felt, $2.57 per 
cwt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.44 per cwt. 


Planters.—There is no retail demand. 
Prices announced for spring are as 
follows: 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Acme potato planters, $9.75; 
Acme corn planters, $9.75. 


Poultry Netting.—There is no retail 
demand as yet, but the usual amount 
of business is expected. Prices an- 
nounced for the spring business are as 
follows: 


We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 


Rope.—The demand for rope con- 
tinues to show improvement with the 
approach of the spring season. Prices 
remain as last quoted. 


We quote from jobbers’ 
Twin Cities: Pure manila rope 
lb.; pure sisal rope, 16%c. per Ib. 


Sandpaper.—Sales in this line con- 
tinue to be satisfactory. Prices have 
shown no change for many months. 


We quote from jobbers’ stocls _ f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 


Sash Cord.—Actual sales in a retail 
way are small, but some dealers have 
obtained satisfactory business from the 
contractors for later delivery. Prices 
are firm. 


We quote from jobbers’ stocks f.oh. 
Twin Cities: Best grades, 65c. per lb.; ordi- 
nary grades, 36c. per Ib. 


, 


stocks. f.o.b. 
19144c. per 


Minnesota Ladies’ Auxiliary 


One of the features of the recent 
convention of the Minnesota Retail 
Hardware Association was the forma- 
tion of a ladies auxiliary. The form- 
ing of this organization was for the 
purpose of having a body to look after 
the welfare of the wives and families 
of dealers visiting the conventions and 
to provide suitable entertainment for 
them. 

Officers were elected as follows: 
President, Mrs. W. E. Davis, Cloquet; 
vice-president, Mrs. C. E. Engdahl, St. 
Paul; secretary, Mrs. D. M. Andrews, 
St. Paul, and treasurer, Miss Nellie 
Shimer, Minneapolis. Constitution com- 
mittee: Mrs, John Peterson, Ashby; 
Mrs. William Ryan, Little Falls; Mrs. 
Elmore Houghtaling, Fairmont; Mrs. 
G. G. Grunert, Perham. Hospitality 
committee: Mrs. C. V. Leavitt, Minne- 
apolis; Mrs. C. H. Casey, Jordan; Mrs. 
J. C. Stuhlman, St, Paul, and Mrs. J. 
E. Sawyer, Minneapolis. 


H. O. Roberts on Honeymoon 


H. O. Roberts, secretary of the Min- 
nesota Retail Hardware Association, 
with offices in Minneapolis, will take 
a vacation during March at which time 
he will spend his honeymoon. Mr. 
Roberts was married in Chicago last 
October to Miss Olive Kurtz of Yakima, 
Wash. 
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Sash Weights.—There is no retail 
demand and only a very light whole- 
sale trade. Prices remain as last 
quoted. 

We quote from jobbers’ 
Twin Cities: $2.20 per cwt. 

Screen Doors and Windows.—Prices 
announced by jobbers for spring busi- 
ness are as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Common screen doors, 2-8 x 
6-8, $20.95 per doz.; fancy screen doors, 
2-8 x 6-8, $35.40 per doz.; Sherwood ad- 
justab’e window screens, 24-in., $7.05 per 
doz.: Wabash extension, 24-in., $6.20 per 
doz. 

Screws.—The sales of wood screws 
continues to be of fair volume and is 


stocks. f.o.b. 


expected to increase rapidly. Prices 
remain as last quoted. 
We quote from jobbers’ stocks, f.0.b. 


Twin Cities: Flat head bright screws, 85-5 
per cent: round head blued screws, 82% 
per cent; flat head japanned screws. 774% 
per cent; flat head brass screws, 80-5 per 
cent; round head brass screws, 77% per 
cent. 

Snaths.—There is no retail demand 
at this season of the year. Prices to 
dealer for spring delivery are an- 
nounced as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sevthe snaths, $14 per doz. ; 
bush snaths, $16.25 per doz. 

Solder.—There continues to be a sat- 
isfactory demand for solder. Prices 
remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 23%4c. 
per Ib. 


Steel Sheets—The demand for steel 
sheets remains very quiet and unsatis- 
factory. Prices remain unchanged. 








Re-Hardware 


When the old house doors are saggin’, 
An’ no longer seem ter fit, 

It’s a sign the hardware’s givin’ out, 
Hard wear’s the kause of it’, 

An’ the only way ter fix ’em up 
Aw put ’em in repair 

a a the nearest dealer an’ say— 


e- 
Hard- 
Ware!” 


When the winders start ter rattle 
At the lightest sort o’ breeze, 

An’ the old front door lock hesitates 
Respondin’ ter the keys: 

When the slidin’ door gits bumpy, 
An’ all ketches ketch fer fair, 

7hg oe way ter fix ’em is to— 
ee e- 


Hard- 
Ware!” 


Or, perhaps, though locks are workin’-~ 
ith their kustomary vim, 
What they need, ter make ’em klassy, 
Is a brand-new set o’trim, 
Shiny knobs an’ bright eskutchuns 
That’ll make yer callers stare, 
An’ the only way ter do it is to— 


Re- 
Hard- 
Ware!” 


When the house is all re-hardwared, 
It may pay if you yerself 
Probe the korners of yer make-up 
An’ haul out yer mental shelf: 
Rake over all the pesky fauits 
That may be sproutin’ there, 
ar ® you need re-trimmin’, you, too— 
“Re- 
Hard- 
Ware!” 


WILLIAM LUDLUM. 
With “Howard’s,” 
Mount Vernon, N. Y. 
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We quote from jobbers’ stocks, f o.b, 
Twin Cities: 28 gage galvanized sheets, 


$5.25 per. cwt.; 28 gage black sheets, $! 25, 

Tacks.—There is, of course, the 
usual small daily demand for tacks, but 
no real volume of business is being 


done. Prices remain the same. 

We quote from jobbers’ stocks. f.o.b, 
Twin Cities: American cut, 8 oz., 60c. per 
doz. packages: t'nned carpet. 8 oz 40c.; 


blued carpet, 8 oz., 65c.; double point. 11 
oz., 36c. 


Tin Plate——The amount of business 
being done remains of small volume. 
Prices remain as for some time past. 


We quote from jobbers’ stocks. f.0.». 
Twin Cities: Furnace coke. 1CL. 20 x 28, 
$13.55; roofing tin 1C, 20 x 28, 8-lb. coating, 
$13.50. 


Wheelbarrows.—While actual sales 
have not improved there is more inter- 
est being shown in the line. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, ful'y bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 


Wire Cloth.—Retailers who have not 
already done so are arranging for 
spring needs. Prices remain as last 


quoted. 
We quote from iobbers’ stoe’s fob, 
Twin Cities: Black, 12 x 12 mesh, $7.1 ner 


100 sa. ft.; Alumina, 12 x 12 mesh, $2.40 
per 100 sq. ft. 


Wire.—The actual retail demand for 
wire is still of small volume, but deal- 
ers are arranging their stocks for 
spring trade. There has been a slight 
decline in prices. 


We quote from jobbers’ prices, f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80-rod spools, $2.99; galvanized cattle wire, 
$3.38; painted hog wire, $3.19; galvanized 
hog wire, $3.61. 


Gilbert & Barker Changes 


The Gilbert & Barker Mfg. Co., 
Springfield, Mass., recently announced 
the following additions to the person- 
nel at the plant in Springfield: George 
W. Atkinson has been chosen superin- 
tendent of the maintenance depart- 
ment. Mr. Atkinson was formerly 
with the U. S, Government, being elec- 
trical and consulting engineer at the 
Springfield, Mass., Armory. Edward 
W. Beckman, appointed superintendent 
of the foundry division. Mr. Beckman 
came from the Kewanee, IIl., plant of 
the Walworth Mfg. Co., tool manufac- 
turer, where he was foundry superin- 
tendent. He was also with the Dodge 
Mfg. Co., Mishawaka, Ind., for a time. 
William J. Smith, formerly with the 
McNab & Harlin Co. has been selected 
as assistant superintendent of the 
foundry department. 


F. A. Randolph & Co. Formed 


F. A. Randolph, for a number of 
years associated with the sales staff of 
J. H. Williams & Co., has with others 
organized a firm which will be known 
as F. A. Randolph & Co. This firm 
will act as direct manufacturers’ agents 
and jobbers in hardware, motor acces- 
sories and tools and will maintain 
offices and a warehouse at 127 Duane 
Street, New York City. 
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No shoveling of snow is necessary if 
garage doors open in. Call this to your 
customer’s attention, 


Dont forget this 
point about McKinney Garage Sets 





MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers 
and track, door bolts 
and latches, shelf 
brackets, window and 
screen hardware, 
cabinet hardware, 
steel door mats and 
wrought specialties. 





HAT the hardware in each box 

is quality. hardware—McKinney 
made. Pry open a box and have a 
look at it. 


Sometimes people are a little 
afraid of “sets” of things. ‘They 
have a sort of sneaking idea that 
anything that comes in a set is— 
well, just a little inferior in quality. 


But there’s nothing like that in 
the McKinney Garage Sets. No 
customer in buying one of these 
complete sets need have the slightest 
fear that he isn’t getting the best 
garage hardware he could possibly 
buy. 

And you need not have the slight- 
est hesitation in telling your cus- 


tomers that they will be more than 
pleased with everything in the box. 


If you are not handling these 
garage sets you are missing some- 
thing mighty good. ‘The idea is, 


briefly, a complete set of McKinney ° 


Garage Door Hardware packed in 
a box, everything from track to 


screws. You let your customer pick | 


out the kind of door he wants and 
hand him the box that goes with 
that kind of door. Saves time and 
trouble for you and for the customer. 
And pleases everybody. 


The customer selects the kind of ” | 


door he wants from your McKinney 
Garage Hardware Set Book. If you 
haven’t a copy, send for’one? -It con- 
tains pictures and plans for‘all kinds 
of garage doors as well as’ reproduc- 
tions of the hardware itself. Write 
today. No charge, 


MCKINNEY 
Complete Garage Door Sets 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Wrigley Bldg., Chicago. 
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For the Outdoor Man 


The Scalometer Pocket Rule made by 
the Standard Scientific Co., 70 Fifth 
Ave., New York City, is very useful 

















Using the Scalometer 


for hunters, boy scouts, soldiers and 
outdoor men who have need or desire 
to measure distances, heights, widths, 
lengths and angles. It is made of 
heavy celluloid and measures 6% by 
1% inches. 

The Scalometer will give the user 
accurate scientific measurements and 























The Scalometer 


is simple to use. A circular put out by 
the company describes the product fully 
and tells how and when it may be used. 


Novelty Jumping Toy 
“Pogoing” is said to be a popular 
society pastime, according to The Pogo 
Co., 35 East Tenth Street, New York 





Using Pogo Stick 


City, who make the Pogo Stick. This 
novel device permits the user to make 
long and quick hops on any kind of 
ground or surface. A spring arrange- 
ment in the base gives impetus to the 
jump of the operator. The picture tells 
the story. 


New Process Rubber Ball 


A vermilionized rubber ball, manu- 
factured without paint or varnish, has 
been placed on the market by The Mil- 
ler Rubber Co., Akron, Ohio. 

The new ball is a deep rich crimson 
red, the kind that is especially attrac- 
tive to children. It is both brilliant 
and non-fading. 


New Equipment for Miniature 


Railroads 
The American Flyer Mfg. Co., Chi- 
cago, has recently placed upon the 


market a number of new accessories for 
toy railroad systems. 

These accessories consist of specially 
designed automatic semaphores, which 
operate electrically when the train 
passes over a given point, and a very 
ingenious automatic railroad crossing 
danger signal which rings a bell and 
lights a light automatically when the 
train approaches a crossing. Water 
tanks, telegraph poles, etc., complete 
the list. 

The boys are also taught a lesson, 
(unknown to them and consequently 
not resented) of the value of “safety- 
first,” by means of these automatic 
safety devices which are now a part 
of every complete American Flyer 
System. The trains themselves are 
also practically danger-proof, because 
of the new automatic “cut-offs” and 
current reducers which are a part of 
the new American Flyer electric trains. 





























American Flyer Miniature Railroad Accessories 
Reading matter continued on page 106 
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Garage Doors. 
Make Friends 


You can sell no-better grade of 
garage door hardware than 
“Slidetite.” Besides that, you 
are selling the most easily op- 
erated garage door possible. It 
was ease of operation that 
brought about the manufacture 
of “Slidetite’ garage doors. 





“Slidetite’ garage doors lend an atmosphere of beauty and real performance, When they are open they fold 


You can handle no better garage door hardware than 





R-W “Slidetite”’ doors fold together out of the way when doors are open; 
when closed and locked they offer perfect protection. 


“Slidetite.” 


up out of the way, preventing 
accident. When closed and 
locked they give perfect pro- 
tection to cars in the garage. 


There is but one genuine 
“Slidetite’—nrade and guaran- 
teed by the originators — the 
Richards-Wilcox Mfg. Co. See 
that you do not handle and rec- 
ommend to your trade an imi- 
tation. There is prestige and 
profit in handling “Slidetite.” 


Write today for our catalog. 


ichards-Wilcox Mf. (0. 


\Hanecer « 
CHICAGO BOSTON 
stiours AURORA. ILLINOIS.U.S.A. 22°79" 
LOS ANGELES MINNEAPOLIS 
PHILADELPHIA SAN FRANCISCO 












LONDON, ONT. 





“Slidetite” is the only door hardware that can be used 
on more than six sliding-folding doors in one opening - 
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Tocooa, Ga.—Hogsed’s, Inc., which 
recently suffered a fire loss, request 
catalogs. 

KANKAKEE, ILL.—Philip T. Lambert, 
129 Court Street, successor to Marcotte 
& Lambert, requests catalogs on the 


following: Automobile accessories, 
barn equipment, bathroom fixtures, 
packing, bicycles, builders’ hard- 


ware, building paper, churns, crockery 
and glassware, cutlery, dairy supplies, 
electrical household specialties, flash- 
lights, fishing tackle, furnaces, garage 
hardware, guns and ammunition, ham- 
mocks, heavy hardware, home barbers’ 
supplies, kitchen cabinets, kitchen 
housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils and var- 
nishes, prepared roofing, refrigerators, 
shelf hardware, silverware, sporting 
goods, tin shop, washing machines and 
wheel toys. 

MARTINSVILLE, ~IND.—The Maxwelli 
Cash Hardware Co. has taken over the 
stock of R. A. Abraham & Son. 

PRINCETON, IND.—Robert Howe & 
Son, 105 North Hart Street, purchasers 
of the hardware business of J. M. 
Seantlin, request catalogs on belting 
and packing, builders’ hardware, build- 
ing paper, churns, cutlery, flashlights, 
fishing tackle, guns and ammunition, 
kitchen housefurnishings, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, shelf hardware, sporting goods, 
toys and games, washing machines and 
wheel toys. The present owners have 
installed a new store front and have 
made other improvements. 

CASCADE, IowA.—J. H. Devaney & P. 
A. Koob have disposed of their stock 
to Devaney & Sons, who request cata- 
logs on a line of shelf hardware, cream 
separators, incubators and _ sporting 
goods. 

Gray, Iowa.—The stock of Louis 
Groteluschen has been damaged by fire. 

PuLaskI, Iowa.—Carroll & Wells 
have succeeded to the business of James 
W. Wray. Catalogs requested on power 
and electric washing machines. 

EurREKA, KaN.—The Evans Hard- 
ware and Furniture Co., owners of the 
stock of W. H. Evans, requests cata- 
logs on barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dyna- 
mite, electrical household specialties, 
flashlights, fishing tackle, furnaces, 
garage hardware, guns and ammuni- 
tion, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, insecticides, kitchen 
cabinets, kitchen housefurnishings, lin- 
oleum and oil cloth, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 

artment, poultry supplies, pumps, re- 

rigerators, shelf hardware, silverware, 

sporting goods, stoves and ranges, tin 
shop, toys and games, washing ma- 
chines and wheel toys. 

Seneca, KaAN.—The John H. Kongs 
Hardware has bought the stock of 
Kramer & Grimm. 

CARROLLTON, Ky.—C. S. Griffith has 
commenced business here. 

Crookston, Nes.—J. L. McMahon 
desires the name and address of the 
manufacturer of “Atlas” platform 
scales. 
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Notes of the Retail Hardware Trade 


CUMBERLAND, Mp.—The wholesale 
and retail stock of the Wilson Hard- 
ware Co. has been damaged by fire. 

PeaBopy, Mass.—J. S. Murphy & 
Sons, Inc., 17-19 Central Street, has 
been incorporated to do both a whole- 
sale and retail business in the follow- 
ing, on which catalogs are requested: 
Automobile accessories, automobile 
tires, bathroom fixtures, belting and 
packing, builders’ hardware, building 
paper, cutlery, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, 
guns and ammunition, hammocks 
and tents, heavy hardware, home 
barbers’ supplies, insecticides, kitchen 
housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, shelf hardware and sporting 
goods. The capital stock is $50,000. 
J. S., J. E. and L. B. Murphy are the 
incorporators. 

Buair, Nes.—The Julius Petersen 
hardware stock has been sold to the 
Petersen Hardware Co. 

FAIRBURY, NEB.—The White Hard- 
ware Co., owner of the J. P. Thornton 
business, requests catalogs on poultry 
supplies, seeds and washing machines. 

WESTERN, NEB.—The Western Hard- 
ware & Furniture Co. is the new owner 
of the stock of Bristol & Co. 

ALLENTOWN, N. J.—H. R. Disbrow & 
Son desire the name and address of 
wt manufacturer of “Challenge” stop 
ight. 

ATLANTIC City, N. J.—The Currie 
Co. desires the name and address of the 
manufacturer of “Anderson Eclipse” 
carpet stretcher. 

BRIDGETON, N. J.—Leland T. Bauer 
has commenced business at 2 East Com- 
merce Street. 

Rep Bank, .N. J.—Miller’s Hard- 
ware Store has commenced business at 
33 West Front Street. . The concern 
will deal in the following lines, on 
which catalogs are requested: Auto- 
mobile accessories, barn equipment, 
bathroom fixtures, builders’ hardware, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties,-farm implements, flashlights, fish- 
ing tackle, guns and ammunition, 
kitchen housefurnishings, linoleum and 
oil cloth, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
shelf hardware, sporting goods, tin- 
ware, toys and games and wheel toys. 

Oweco, N. Y.—F. G. Houk has 
leased a new store building, which he 
will occupy about April 1. 

Syracuse, N. Y.—B. F. Metcalf & 
Son, Inc., 216-2164% West Genesee 
Street, are purchasers of the stock of 
A. M. Strong. Catalogs requested on 
barn equipment, builders’ hardware, 
building paper, churns, cream separa- 
tors, cutlery, dairy supplies, farm im- 
plements, flashlights, fishing tackle, 
garage hardware, gasoline engines, 
heavy hardware, incubators, insecti- 
cides, kitchen cabinets, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, sewing machines, shelf 
hardware and washing machines. 

CLEVELAND, OHI0.—The Complete 
Hardware Co., 8614 Cedar Avenue, has 
been incorporated by Max Morrison 
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and others to conduct both a wholesale 
and retail business. Catalogs requested 
on a line of builders’ hardware. 

LOVELAND, OHI0O.—The Sparks Hard- 
ware Co. will move to a new location. 

Konawa, OKLA.—The Konawa Hard- 
ware & Furniture Co. has succeeded to 
the business of the Michaels Porch 
Hardware Co. 

ONTARIO, ORE.—The J. C. McCreight 
Hardware is successor to J. T. Mc- 
Nulty and J. C. McCreight. 

_St. HELENS, OrE.—D. J. Switzer has 
disposed of his stock to J. W. Akin. 

CALIFORNIA, Pa.—The C. N. Savage 
Hardware Co. has changed its name to 
the Sisson-Keller Hardware Co. 

MANSFIELD, Pa.—Ferrer and Taylor, 
successors to W. S. Ferrer, request 
catalogs on a line of general hardware. 

PHILADELPHIA, Pa.—M. S. Rosenthal 
has engaged in the hardware business 
at 900 North Third Street. His stock 
will comprise the following, on which 
catalogs are requested: Automobile 
accessories, automobile tires, bicycles, 
builders’ hardware, cutlery, electrical 
supplies and equipment, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, heavy hardware, home 
barbers’ supplies, mechanics’ tools, 
paints, oils, varnishes and glass, pho- 
nographs, plumbing department, sew- 
ing machines, shelf hardware, silver- 
ware and sporting goods. 

SuNBURY, Pa.—The Sunbury Hard- 
ware Co. desires the name and address 
of the manufacturer of scoop shovels 
branded “Carrs” clay bank. 

PrerRE, S. D.—The Pierre Hardware 
and Electric Co. is successor to George 
W. Spargar & Co. 

GOLDTHWAITE, TEX.—R. L. Steen has 
bought the hardware and implement 
stock of Jones & Hurdle. Catalogs re- 
quested. 

BUCKHANNON, W. Va.—A. P. Rus- 
sell & Co. have commenced the erection 
of a new store building. 

BUCKHANNON, W. VA.—The Upshur 
Hardware Co. has purchased the stock 
of the A. H. Smith Hardware Co., con- 
sisting of builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, dynamite, electrical household 
specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, guns 
and ammunition, hammocks and tents, 
heating stoves, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, washing ma- 
chines and wheel toys. 

WHEELING, W. Va.—C. F. Braunlick 
& Co., 1012 Market Street, are enlarg- 
ing and improving their store, and add- 
ing a line of electrical supplies and 
specialties. The business is both whole- 
sale and retail. 

CRANDON, Wis.—The Triple Hard- 
ware has. sold its stock to the Lut- 
terman-Schmutzer Hardware Co. Cata- 
logs requested on stoves and five and 
ten-cent goods. 

StockHoLmM, Wis.— Anthony Peter- 
son has disposed of his hardware and 
implement stock to H. Brownlee. 
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OU no longer need carry a big stock of casters. With the Glide Easy, 3 sizes cover all possi- 
ble furniture needs, from chairs to refrigerators, and from settees to beds. ,Just think what 
this can mean to you! 


Being made of one-piece construction, with no moving parts, the Glide Easy Cup Caster elim- 
inates the strain of wheel-casters on furniture legs and makes easy the movement of the heaviest 
furniture in any direction. It cannot catch in carpets or mar hardwood floors. . 


And the Glide Easy is the only caster that is absolutely sanitary. A little powdered borax or 
other harmless insecticide in the cup prevents insects from crawling up the legs of furniture. 


FREE DISPLAY LIST PRICES 


This Display Easel, size 11 x 14, in 1% in. $7.20 per doz. sets. 
‘iile ALY, three colors—is cut out—as shown, 1°4 in. $8.40 per doz. sets. 
for the dealer to insert the 2” caster 2 in. $9.60 per doz. sets. 
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Substantially made of high grade 
Free—with order for a dozen sets of _ steel, heavily nickeled and boxed four 









each caster—three dozen in all. to the set. Will fit standard caster 
i a ee er socket already in furniture. Sockets 
Cant Squeak ahie po = ” Shipping weld, of “0 for wooden furniture included free A 





h with each package. Sockets for metal 
Cant Scrate List Price of Assortment—$25.20. beds, list price—$20.00 per 100. 


Insect Proof 
FITS ALL FURNITURE SANITARY CASTER CORPORATION 
CANTTARY COR 28 Scott Street, Newark, N. J. 


EWARK 
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Westinghouse Personnel 
Changes 


Several changes in personnel have 
been announced recently by the West- 
inghouse Electric & Mfg. Co., East 
Pittsburgh, Pa., as follows: 

R. L. Rathbone, who has been man- 
ager of the Cleveland office, will take 
up special duties in connection with 
merchandising matters, with headquar- 
ters in Cleveland, and is succeeded by 
J. Andrews, Jr., manager of the indus- 
trial division, Pittsburgh office. C. D. 
Taylor succeeds Mr. Andrews in the 
Pittsburgh office. R. Seybold has been 
appointed manager of price statistics 
and will act as secretary of the domes- 
tic sales committee. W. R. Keagy has 
been appointed manager of the Cin- 
cinnati office and J. R. Deering, man- 
ager of the Los Angeles office. H. S. 
Walker succeeds H. E. Lanning as 
promotion man in the Denver office and 
I. G. Cline takes the promotion work 
vacated by R. A. O’Reilly in the Chi- 
cago office. K. L. Graham succeeds to 
the post vacated by H. C. Hopkins as 
promotion man in the San Francisco 
office. 
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In the Morning’s Mail 


tions. His headquarters are in Mil- 
waukee. 

Mr. Irwin made his start in the steel 
business associated with his brother, 
erecting the Denison Rolling Mill at 
Canton, Ohio, in 1897, leaving in 1900 
to become associated with the Stark 
Rolling Mill Co. as secretary and gen- 
eral superintendent. He resigned in 
1908 and organized and built the Can- 
ton Sheet Steel Co., in which company 
he acted as vice-president and general 
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Augenbraun Leaves for Germany 


Peter F. Augenbraun, recently ap- 
pointed manager of the new plant of 
the Yale & Towne Mfg. Co., Stam- 
ford, Conn., in Germany, left New 
York for Germany, Feb. 4. He was 
tendered a farewell dinner at the home 
plant in Stamford, and was presented 
a handsome suitcase and a brief case, 
J. A. Horne, vice-president of the com- 
pany, being toastmaster. Mr. Augen- 
braun has been with the Yale & Towne 
company for thirty years. 


Charles Glover Resigns 


Charles Glover, vice-president Ameri- 
can Hardware Corporation, New Bri- 
tain, Conn., has resigned due to poor 
health, and has been succeeded by 
George T. Kimball, heretofore secre- 
tary. Albert N. Abbee, purchasing 
agent and assistant treasurer, suc- 
ceeds Mr. Kimball as secretary. Mr. 
Glover was associated with the cor- 
poration or its components for forty 
years. He was made vice-president in 
1917. 





Irwin Heads Milwaukee Rolling 
Mill Co. 


Charles A. Irwin, until recently vice- 
president and general manager of the 
Canton Sheet Steel Co., Canton, Ohio, 
has been elected president and treas- 
urer of the Milwaukee Rolling Mill Co., 
Milwaukee, Wis., in charge of opera- 










Charles A. Irwin 


manager until it was taken over re- 
cently by the Hydraulic Pressed Steel 
Co., Cleveland, Ohio. 


Warfield Heads Gill Sales 


E. E. Warfield has been appointed 
sales manager of the Gill Mfg. Co., 
Chicago. Mr. Warfield has been with 
the Boston office of this concern for 
the past two years. He has also had 
previous experience in the piston ring 
industry, having been connected with 
two or three large jobbing houses. 


Springfield Hardware Incorpo- 
rates 


The Springfield Hardware & Iron Co., 
Springfield, Mass., with a capital of 
$10,000, has been incorporated by the 
following, all of that city: Frank H. 
Shattuck, Charles F. Fay and Raymond 
B. Shattuck. 


Hodgson a Winchester Director 


Arthur E. Hodgson, assistant-treas- 
urer, was made a director of the Win- 
chester Co., New Haven, Conn., at the 
annual stockholders meeting last week. 
The other directors were re-elected. 
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Pittsburgh Steel Promotes 
Hazen 


The Pittsburgh Steel Company an. 
nounces the appointment of John F. 
Hazen as assistant general manager of 
sales. Mr. Hazen has for several years 
been connected with the sales end of 
the Pittsburgh Steel Company in vari- 
ous capacities and is well known among 
the steel and hardware trade.” 


Stern & Co. Incorporates 


Stern & Company, Hartford, Conn., 
has been incorporated under the laws 
of the State of Connecticut, with a cap- 
ital of $20,000, to engage in general 
sporting goods business as manufac- 
turers, distributors and retailers. They 
will manufacture all of their own base- 
ball, basket ball, football and gymna- 
sium uniforms. They carry a complete 
line of sporting goods of every descrip- 
tion as well as the better class of knit 
goods. 

In addition to the sporting goods, 
they are jobbers and retailers of radio 
apparatus. 


Franklin Hardware Co. Elects 


At a récent meeting of the stockhold- 
ers of the Franklin Hardware Co. of 
Philadelphia which is now in possession 
of its new buildings at 420-422 Com- 
merce Street and 17 North Fifth Street, 
an annual dividend of six per cent was 
declared on the stock of the company, 
and the following officers were elected 
as officers and directors for the ensu- 
ing year: 

Henry C. Snowden, Jr., president; 
Nathan C. Engle, vice-president; 
Harry D. Kaiser, secretary; Frank 
Mitchell, treasurer. Frank Antrim, Ca- 
leb Kugel and Walter L. Hewes were 
elected to the board of directors. 


Southern Hardware Co. Sold 


The Southern Hardware & Supply 
Co., for many years engaged in selling 
hardware and similar supplies to rail- 
roads and which began branching out 
in the general wholesale hardware field, 
about three years ago, has retired from 
business, at St. Louis. The stock, es 
timated to be worth several hundred 
thousands, was bought by Geller, Ward 
& Hasner, at a concession and will 
soon be offered for sale to retailers. 


Concannon Shear Co. Formed 


The W. F. Concannon Shear Co., Mil- 
ford, Conn., recently organized with a 
capital of $20,000, will shortly begin 
the manufacture of shears and scissors. 
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EVEREADY 
FLASHLIGHTS 


& BATTERIES 
Why you should give 


this line prominence 


and push for sales— 








EASY TO SELL— 


Consumer demand and acceptance cre- 

ated by largest kind of national adver- 

tising campaign: 

Color pages— Saturday Eve- 
ning Post—Circulation . 2,500,000 


Local newspaper advertise- 
ments—600 dailies—Cir- 


culation . . . . ~ ~ 51,000,000 
18 leading National Farm 
Papers—Circulation . . 6,000,000 


Total . . . 59,500,000 
EASY TO STOCK— 


Two types of batteries and 18 styles of ~ 


cases—a full line. 


Small investment 

—averages $40 to $60 for complete 

stock. 

Quick turnover 

—averages 6 to 8 times per year. 
Liberal profit 

—annual gross turnover profit aver- 
ages more than 350%. 
Renewal battery feature sells other mer- 
chandise—gives you opportunity to per- 
sonally present other items to your cus- 
tomers. 











COLUMBIA 
Dry Battery 


Advertising to reach 
75,000,000 People 


That, in a sentence, is the wonderful 
story we have for you, Mr. Dealer. 


Look! 
—The Saturday Evening Post. 


—The leading Farm Journals. 


—The foremost business and technical 
magazines. 


—The important Ford and tractor mag- 
azines. 


—The popular motor boating period- 
icals. 
—The newspapers. 


ALL these will carry live-wire, sales- 
buzzing messages to millions of dry 
battery users. This is March—the first 
advertisement appearsthis month. Others 
will follow in quick succession. 


Do not delay! If your Columbia Dry 
Battery stock is low, replenish it NOW 
—at once. If you’re drifting along with 
some “unknown,” switch to Columbia. 
Here’s where demand lies. Get in your 
order now, for big turnover—big profit. 








Columbia 


Dry Batteries 


— they last 








For full information ask your Jobber or write us 


NATIONAL CARBON COMPANY, Inc. 


Long Island City, N.Y. » Atlanta + Cleveland » Chicago - Kansas City +» San Francisco 
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Dual Circulating Pump 

The Luther Grinder Mfg. Co., Mil- 
waukee, Wis., offer the trade the Dia- 
mond Dual Circulating Pump. 

Among the features of improvement 
claimed is the specially constructed 
stuffing box, which prevents leakage 
and provides for increased oiling fa- 
cilities. Then there is the screw pro- 
peller which forces circulation. The 
lower chamber also serves as a sedi- 
ment holder, and is easily cleaned out 
by removing the plug below. The drive 
belt is of good oak leather, treated to 
make it impervious to oil, thus insur- 
ing long life. 








Diamond Dual Circulating Pump 


The Diamond Dual assures the right 
temperature and a saving of oil and 
fuel. It is easily installed, no drilling 
or mechanical change being necessary. 


Aluminum Step Plates 


Illinois Brass Mfg. Co., 224 North 
Ada Street, Chicago, Ill., offers the 
trade two new style step plates, made 
from aluminum. One is known as the 
‘Tllinois Standard Step Plate. This 


model has polished ribs, top, and back 
plate. It measures 8 inches wide and is 
11 inches long, so will fit any car. 





Illinois Standard Step Plate 


The other model is the Illinois De 
Luxe Step Plate, which is the same 
width but is only 9% inches long. It 
has a neatly polished back plate also. 

Either model is sold in pairs com- 
plete with the necessary nickel plated 
screws and nuts ready to install. The 
back plate found on each model pre- 


Illinois De Luwe Step Plate 


vents passengers from giving the 
splash pan a dig when getting on the 
running board. The corrugated ridges 
on the flat surface prevent slipping. 


Visible Gasoline Pump 
System 


Of five-gallon capacity, the new Bow- 
ser pump is based on the principle of 
piston type measurement and incorpo- 
rates the Bowser water separating 
filter which extracts all moisture from 
the gasoline discharged. It also has 
several new features for the protection 
of the public. 

A bell announces the completion of 
each gallon measurement of the piston 
stroke. Thus the customer can check 
the measurement without watching the 
pump. 

To prevent any misunderstanding be- 
tween seller and buyer as to the amount 
discharged, large dial indicators record 
each individual sale. 


But the most interesting feature of 
this pump to the customer is a 7 
glass located in the discharge 
which permits him to see the g 
both before and during discharge. See. 
ing the gasoline through this } 
glass before discharge, the purchaser 
is absolutely assured of accurate meas 
urement. Seeing the gasoline flow 
though the sight glass into the hor 
leading to his car, he is again assured ” 
that he is getting all of the gasoline 
discharged by the pump. * 

This pump is power-operated by air” 
pressure on an auxiliary cylinder which 
makes the power application absolutely © 
safe in connection with gasoline. It is” 


? 


New Bowser Gas Pump 


also arranged for hand operation. All | 
driving parts run in oil, assuring long 
life and easy operation. 

This pump is made by S. F. Bowser” 
& Co., 1123 Crighton Avenue, Fort 
Wayne, Ind. 








